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ABTRACTS 
Real estate market in Ho Chi Minh City is in a difficult period. The housing 
market is quiet right now because of many factors. To find opportunities for real 
estate market, the author has set up surveys and semi-structured research 
interview for developers and customers to research provions and demand of 
real eatate market in 2012. Research was done based theory of philosophical 
positivism, realism, Interpretivism by induction and decuction method. The data 
obtained through qualitative and quantitative analysis. 
From the collected data through questionnaires, secondary data and semi-
structured interview to analyse affecting factors to the real estate market by 
PESTEL model. In this research also applied the Five force model of Michael 
Poter to review about the nature of competitors in the real estate industry. 
Simultaneously, this research explored customer demand in the real estate 
industry through consumer behavior. The key findings of this research illustrate 
the investment trends of the developers and consumers in real estate in Ho Chi 
Minh. the The potential In this model also recommend the business model of 
real estate companies. From the strengths, weaknesses, and findings; the 
authors proposed competitive strategy based on Value Chain model. 
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Chapter 1 INTRODUCTION 
The real estate market plays an important role in any economy and is a growing 
market in Ho Chi Minh City. It has an enormous impact on the economic 
development of the region and is very specialised. It makes up a large part of 
any local economy and so its health is a crucial indicator of a city’s prosperity. 
Property markets exert a strong influence upon capital markets, the consumer 
market and service sectors. 
Fluctuations in the property market as a whole therefore affect other markets. 
Any crisis will bear heavily on the whole economy and can lead to a long-term 
economic recession. 
The purpose here is to look broadly at the current development trends of the 
real estate market, in order to roughly predict its future course and vigor. It is 
hoped that some of what is presented may be of use to various levels of 
Government, as well as developers, developers  and  buyers. 
1.1 Overview of Ho Chi Minh City  
1.1.1 Geographical location 
Figure 1 Administrative map of Ho Chi Minh City 
 
Source: QHKT (2010) 
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According to Ho Chi Minh Government (2010) , Ho Chi Minh City is one of three 
social and economic centres in Vietnam's largest cities, the city is at the heart of 
the country's economic development. This development is very important to the 
national economy and impacts and entices support to southern development. 
Located in the South of Vietnam, the distance between Ho Chi Minh City and 
Hanoi capital is 1730 km, the city center is 50km away from the East coast.  
Moreover, Vietnamese tourism has shown that HCM city is sited in a good 
geographical location and is especially important economically, such as network 
infrastructure, economic and social engineering synchronous traffic is 
convenient connection of roads, river, sea and air between the East and West 
South East Asia region.  It is linked to the overall traffic network to Asia and the 
world, being based in the middle of Southeast Asia and able to provide 
advantageous conditions for economic development and culture. 
1.1.2 Population Development 
Figure 2 Population of the City 
 
Source: GSO (2011) 
According to Ho Chi Minh City Government (2010), HCMC has a population of 
7,123,340 people,living in 1,812,086 households ( an average of 3.93 people 
per household).In comparison with the census undertaken in 1/4/1999, it shows 
that in the 10 years since the population of the City has  increased by 2,086,185 
people, an average increase of nearly 209,000 people per year, a growth rate 
3.53 percent per year,which accounts for 22 percent of the nations increased 
population rate in this period. 
The population distribution is uneven, even within the the inner districts. While 
Districts 3, 4, 5, 10 and 11 has a density of up to over 40,000 people per km ²,  
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Districts 2, 9, 12 have about 2,000 to 6,000 people per km ². In suburban 
districts, the population density is very low, with only 96 people per km ² in rural 
District Can Gio. 
The urban population accounts for 83.24 percent of the total population of the 
city and Ho Chi Minh City has the highest urbanization rate throughout the 
country. 
With an average population growth rate of 3.53 percent per year, high 
population density in urban districts as stated above,will in the future create 
increased demand for housing, recreation, shopping and work. According to 
natural law, when population pressure increases rapidly,then there will be 
increased demand for real estate to meet the needs of the population. 
1.1.3 GDP per capita  
GSO (2011) showed that GDP per capita reached about USD 1,985 in 2005 
and USD 3,112 in 2010, compared with the norm of the projection, in 2010 GDP 
per capita is lower by USD1,400 (under the old plan, the corresponding 
numbers is USD 2,765 and USD 4,540). 
1.2 Describe how the market trends have fluctuated over the last 
decade 
1.2.1 Boom stage (2001 - 2003) 
According to VNEP (2005), after a long quiet period, from 2000, housing prices 
started fluctuating, the price continuously increased and peaked in the second 
quarter of the year 2001. At this time, urban land was being developed in large-
scale projects.  
HIDS (2003) showed that Several factors led to an "explosion" in the real estate 
market and economic growth that led to a high demand for land, for business 
use and housing needs of a continuously increasing population.This caused a 
strong growth in speculation in the real estate market. Because of the policy on 
land; psychological factors on the expected profitability of endless land and 
finally the lack of information about housing prices. 
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1.2.2 Freezing real-estate market stage (2003 - 2006): 
Dianam (2011) stated that from late 2003, the real estate market in Vietnam 
entered a quiet period, referred to by many commentators as "freezing". Real 
estate market was colder than in the previous year. According to the statistics, 
in 2003 the success of real estate transactions were down by 28 percent, in 
2004 it decreased by 56 percent and 78 percent in 2005. It is affected by the 
new decree 181 of government regulations on urban projects required to build, 
not sell the land. Therefore, in 2005 and 2006, the apartment project began to 
appear. 
Dianam (2011) stated that between 2004 and 2006, an estimated 32,373 
apartments were offered to the market. Average rate of total high end 
apartments offered on the HCMC market is 117 percent, especially since 2005. 
In 2006, the real estate market began showing signs of recovery, this after a 
quiet period of two to three years. Real estate transactions of villas, town 
houses, serviced apartments increased with full service. In particular, the 
leasing of offices and four-five star hotel were frequently in  short supply and 
one major impact was to push prices up. 
1.2.3 Property market boom stage (2007) 
In early 2007, Vietnam joined the WTO (WTO, 2006). Because there was so 
much favorable information, the stock market boomed, credit growth increased. 
Real estate market showed quite rapid and strong growth.In 2007, the amount 
of real estate development and investment transactions increased considerably, 
while selling prices and rental real estate also increased faster than in 2006. 
(Dianam, 2011). 
Prices rose on average twice as fast as in the prievous year. Demand, growth 
and market potential combined with attractive interest rates from 30 percent - 
100 percent had attracted much domestic and foreign investment. 
One of the strongest sectors of the real estate market in 2007 was for the 
downtown apartments.  
In 2007, more than 50 apartment projects were completed and 87 land projects 
developed. 
The gap between provision, demand and the investment environment were 
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improved in direct intervention from the central to local level are considered the 
main cause of the boom real estate market of Vietnam in the past year. 
Figure 3 Number of condos and projects launched year by year 
 
Source: Savills.com.vn 
1.2.4 Recession stage (2008-2009) 
According to vneconomy (2008), in late 2007 and early 2008, Ho Chi Minh City 
housing prices seemed to increase every hour,of every day. In just a short time 
less than three months (December of 2007 to February of 2008), housing prices 
rose 300 percent on average. There are cases - within one project, the same 
apartment, but the second round of the sales price had increased by more than 
1,200 usd sqm, but still there was not enough supply to meet market demand. 
The housing “craze” ended in 2008 when the recession began and the 
government had tightened monetary policy. In April of 2008 - a month after 
tightening strong currency policy, the real estate market began to flee the waves 
(SBV, 2008). After six months of continuousl decrease of prices, until by late 
2008, the housing market had lost 50 percent of the average value over the 
period of time. 
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Figure 4 Fluctuations in land prices in Ho Chi Minh City 
Vnd per sqm 
 
Source:  Vietrees.com.vn 
After the prievous years rapid growth in demand and prices, the effects of 2008 
as described above led to a reversal in the market trends,something that in 
recent years had not been experienced.These effects led to losses of 50 and 70 
percent in some cases.During this period developers were reluctant to start new 
projects and indeed many old projects remained unsold and stagnate in there 
development.  
The year of 2009. 
Vietrees (2009) stated that the year of 2009 is considered to be a strange 
picture of the real estate market: More unstable, more complicated, beyond 
forecast and control. Market demand fluctuated rapidly up and down, due to the 
impact of various macroeconomic policies. By the turn of 2009, the real estate 
market began showing signs of slight recovery in both the South and North. 
Housing prices during the year increased on average by 30 percent to 40 
percent, top housing  projects rose by up to 60 percent compared with the 
prices in 2009.  
Experts said the policy from the financial markets, tax markets and estate 
market went down. In July 2009  the credit balance information of real estate 
was over 10 percent and and after three consecutive months of price increases 
in the real estate market,banks were able to relax the finance after a period of 
financial restriction.    
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1.2.5 The year of 2010 
CBRE (2010) showed that In 2010, during the first eight months only 14 percent 
of apartments with prices from USD2350 sqm or more were sold. Selling prices 
also decreased by between 10 percent to 15 percent in the second quarter of 
2010 in comparison with early 2010 and down by a further 2 percent in the third 
quarter compared to second quarter. 
The pricing structure did not match the affordability of most people and did not 
ease the housing demand. Besides, after the official decree 71/2010/ND-CP 
took effect (August of 2010), gold price skyrocketed and exchange rate 
fluctuations also caused individual developers to hesitate. More importantly, 
credit limits and high interest loans were a concern, because both developers 
and customers were having difficulty raising capital to invest in houses. (Savills, 
2010) 
1.2.6 Forecast the market trend in 2011 
In 2011 real estate market tends to focus on the low-end and  mid -end 
apartments and the second home market. Town houses and villas are still 
attractive. (Vietrees, 2011) 
According to GSO (2011), with the affordability by the majority middle-income 
families, the mid- end apartments largely dominate the market. In addition, 
some traditional developers are also expanding to the second home market, to 
target business customers who are willing and able to enjoy profitable 
investment. (Vietrees, 2011) 
The segment of luxury apartments, high-end apartments is still the most difficult. 
Except for special projects with good location that are being sold, the remaining 
projects fall into a slump. (Vietrees, 2011) 
1.3 Population changes in terms of numbers and social makeup 
Speed of urbanization, the population growth in major cities is increasing. By 
2030, the projected population living in the city will be more than 12 million 
people. If standard average housing area 15 sqm per person, in the period 
2010 to 2030, the two biggest cities will need to have more than 160 million 
sqm of housing to meet housing needs. (GSO, 2011). 
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It is also a very important base for businesses in this sector that continue to 
strongly invest in the potential real estate projects. Besides, the retail market 
will also grow as population density and income increase. 
1.4      Research objectives  
The effectively investment strategy of a business in the real estate industry 
depends on many factors such as macro-environmental factors, provisions and 
demand of residential market, business models and consumer behavior of 
customers. From these factors, the objectives of this research included: 
 To explore the market for business opportunities. 
 To analyse the demand for housing market 
 To critically review the nature or source of competitors. 
 To recommend a business model for real estate in VN 
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Chapter 2 LITERATURE REVIEW 
2.1 Introduction 
In this chapter is critically reviewed some frameworks including Pestel, Force 
Five, Business model, Consumer Behaviour, SWOT and conceptual framework 
2.2 PESTEL ANALYSIS 
Rugman and Collinson (2006) suggested that PEST analysis is one of the 
frameworks for analysing the external factors such as a political, economic, 
social and technological. Kotler (1998) suggested that, sometimes two 
additional factors such as environmental and legal fators, should be added to 
perform an analysis known as PESTEL.  
Developers could consider contributing to the competitiveness in the industry 
how to look beyond the challenges and key issues that companies face surface. 
According to (Sanchez and Heene, 1997; Gay, 2002; Hopkinson, 1993; Mayer-
Wittman, 1989), PESTEL survey analysis of specific characteristics of national 
macro-external environment, the quantitative and qualitative impact to all 
companies. (Lynch, 1997; Luffman et al., 1996) argued that PESTEL analysis is 
a useful tool for understanding the "big picture" of the environment you are 
operating, and the opportunities and threats. Kotter and Schlesinger (1991) 
showed that by understanding the operating environment can take advantage of 
the opportunities and minimize threats when preparing business and strategic 
plans. (Byars, 1991; Cooper, 2000). 
Figure 5 Layers of the business environment 
 
Source: Adapted from Johnson and Scholes (1993). 
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According to Johnson and Scholes (1993, in analyzing the macro environment, 
it is important to identify factors that may affect some important variables that 
can affect the organization's supply and demand levels. (Kotler, 1998). The 
author is aware that any basic and constant changes that occur in society can 
create an environment of uncertainty and affect the function of an entire 
organization (Tsiakkiros, 2002). 
Johnson et al. (2008), Here are six factors including: political, Economic, Social, 
Technological, Environmental and legal that directly affect the economic sector, 
these factors are the external factors of business and industry, and industry 
suffered its impact provide a objective factors(Day, 1990). Based upon the 
external factors identified,an organization must assess any potential impact and 
adjust the business operations accordingly, to ensure that a company can 
flourish,achieve its objectives and. (Walsh, 2005 and Porter, 1985). 
2.2.1 Political factors 
Political factors can include factors such as: tax policy, labor law, environmental 
law, trade restrictions, tariffs, and political stability.Often political factors are 
external,but this does not prevent the existence of internal political factors. 
Institutions which have high stability can create good conditions for business 
activities and institutions that operate in an unstable, conflict will often 
experience adverse impacts on business activities in its territory. 
According to Savills (2010), Developers or clients continue to invest with 
confidence,because of the political stability in Vietnam.The Vietnamese 
government is trying to integrate into the worlds business environment and is 
attempting to create conditions for all citizens have the opportunity to invest. 
However, the current structure of the various departments of state companies 
and agencies make it difficult for developers to obtain permits and establish 
procedures to ensure  project development. 
2.2.2 Technological factors  
As society grows, people increasingly demand greater use of technology and 
engineering. The project proposed is to build better, more durable and more 
modern properties Applications contain many new design features, facilities and 
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amenities. Trends favorite technology helped the company has introduced all 
PR projects target to customer psychology. 
2.2.3 Environmental factors  
Environmental factors can include weather, climate, and climate change, 
ecology and other environmental issues. Furthermore,a  developing awareness 
of climate change is now beginning to affect the way companies operate and 
how/what products are provided - it is both creating new markets and reducing 
or destroying existing ones. 
According HIDS (2010), iIn HCM City, traffic jams, pollution and insufficient 
infrastructure are issues that are of concern to all citizens. Based on this factor 
that the new project is located in the best location, airy environment often have 
a higher price. This is an advantage in HCM city when there are other factors 
affecting the price of real estate.  
2.2.4 Legal factors  
In recent years, Vietnam has launched many new laws to tighten investment of 
real estate business. Including the licensing laws that restrict investment 
projects, laws relating to income tax matters, transactions on the floor real 
estate, information must be more transparent. All these laws are good, but 
given the new phase will also apply, of course crestfallen. Many businesses 
also have difficulty because of problems with the new rules. But companies are 
good investments as this company is not difficult, but procedures are affected 
by the market. 
Decree 69/2010/ND-CP (Article 11) regulations on land use fees and Decree 
71/2010/ND-CP (Article 9) to guide the implementation of the Housing Law and 
is now guided by Circular 16/2010/TT-BXD, with this Decree has caused 
developers to meet a multitude of difficult elements of the product output (SMIC,  
2010 and Savills, 2010). 
Circular 13/2010/TT-NHNN. Current total outstanding debt on the property is 20 
percent but under the provisions hereof shall be reduced to 10 percent. This will 
put pressure on banks to decide on real estate lending. Besides increasing 
Circular 13, the risk factor is defined as 250 percent instead of 100 percent as 
prievous. This means that interest rates will rise. 
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The main provisions of the decrees and circulars will affect the timing of sales 
and sales methods. The investor tries to by pass legislation to sell the project by 
the time or desire to achieve profit expectations. 
2.2.5 Economic factors  
Enterprises should pay attention to economic factors both in the short, mid and 
long term and be aware of any intervention to the economy, by the government 
for example. 
It was cited in Mullins (2010), that economic growth is affected by many factors 
such as: interest rates, exchange rates and inflation rates. These factors can 
often have a major impact on business operations. 
GDP 
GSO (2010) has released official data on economic growth in Vietnam in 2010. 
Accordingly, the total GDP of the entire Vietnam economy in nearly 12 months 
increased from USD 13 billion in 2009, to USD 104.6 billion. 
Figure 6 Vietnam GDP chart over years 
  
Source: GSO (2011) 
On industry structure, industry zone and building increased strongest in 7.7 
percent, services 7.5 percent, while agriculture increased by only about 2.8 
percent. 
Total GDP increased 1.6 times equivalent to 438 USD. Calculated in Vietnam 
dong, GDP in 2010 reached nearly 22.8 million. In 2010, GDP in HCM City 
reached 57 million per year. 
23 
 
GDP growth reached 6.6 percent in 2010 and GDP per capita is USD 2,800 so 
standards of living in the city has gradually risen. When income levels are 
raised, then this can assist the demand for real estate as more people will be 
able to afford to enter the market. 
CPI  
Figure 7 Consumer price Index movements in 2010 
 
 
Source: GSO (2011) 
General Statistics Office announced an increase of the consumer price index by 
nearly 12 percent in the year.  
Keeping Viet Nam Dong cash is not an option for many people. With high 
inflation, many people are fearful of depositing money in the bank, while the 
gold, dollar, stock market are fluctuating.It is so risky,that people are willing to 
utilize any available capital in the property market, which is considered as an 
effective investment channel. Thus, the real estate market has adopted a 
flexible sales strategy to attract the investor by use of applicable promotions, 
discounts to clients, diverse forms of loans and flexible payment schedules.  
Bank Interest 
Currently the interest rates offered is 14 percent (SBV, 2011).  In this period of 
economic volatility, clients often choose solutions to secure savings and capital 
efficiency. Therefore they are less likely to invest in real estate or put money in 
banks or other more effective investment channels.  
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However with interest rates at 14 percent and increasing, it seems the savings 
banks are not considered to be an effective measures for capital investment. 
Developers and organisations have several options for investment and chose to 
invest in real estate or gold. 
With loan interest rates between18 to 24 percent (SBV, 2011). It is very difficult 
to pay this level of interest. Therefore, purchasing houses in the form of 
mortgage is very difficult. 
In addition, the median income with demand for housing is expected to be 
highly supported with a loan from the banking services for mortgage (Turnbull 
and Sirmans, 1993; and Ortalo-Magne and Rady, 2006),... But with credit 
tightening for loans to buy real estate, the people with the need to buy a house 
will not have that chance. 
Foreign Exchange Rate 
Real estate is still considered to be the safest investment channel in the context 
of fluctuations in gold prices, sagging stock. Developers are confused and are 
not certain where to invest money. However, foreign exchange rate fluctuations 
cause strong pressure on the real estate market and this can cause difficulties. 
Gold Market 
Sudden changes in gold price will affect the banking system, credit, loan cycle 
in particular. In countries where the real estate market is closely tied to the 
financial market, capital markets, the impact is very strong and direct. 
GSO (2010) showed that for the prievous 3 years, the gold market had not 
fluctuated greatly and as a general rule,remained fairly stable,neither very 
high,or very low. Meanwhile, property prices are still going by the law practice. 
This shows that, between property prices and gold prices there is no direct  
interaction or relationship. 
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Figure 8 Shows the fluctuation of the gold market in 2010 
 
Source: kitco (2010) 
However, with inflation at its present level, people often purchase gold. Mainly 
gold reserves instead of selling gold to invest in real estate. This restricts the 
amount of money invested in the market. However, recently, the state has 
limited the policy to regulate investment and trade in gold. When the policy 
takes effect, they may see an opportunity for the real estate industry. (CBRE, 
2011). 
Commentary 
in the current phase, the economy of Vietnam and HCM City is in a difficult 
period, with the real estate markets being quite severely affected. Developers 
are experiencing psychological fear and have not got a great deal of confidence 
or intention to invest in the real estate market and have been attracted to hedge 
funds. Investments need to be analyzed carefully before deciding whether to 
invest in a project. Severe market decline caused by factors influenced by the 
macro economy. 
2.2.6 Social Culture 
Trends in social factors can affect the demand for a company's products and 
companies that operate in a similar way and environment. Furthermore, 
companies may change management strategies to adapt to different trends in 
society. Each country or territory has its own cultural values and social factors, 
characteristics, and these factors are held by the consumers in that area. 
26 
 
As the population of Vietnam grows (see the section 1.1.2), then it is inevitable 
that housing demand will grow in HCM City. Due to the support by increasing 
disposable income, population shifts strongly to HCMC.  
Also, previously, each family with three generations often live together. But 
nowadays, people in urban areas tend to separate into smaller family units, 
consisting of spouses and children. Therefore, real estate Vietnam is growing, 
especially in big cities. This is an opportunity for companies within the real 
estate industry. 
2.3 FIVE FORCES OF MICHAEL PORTER ANALYSIS 
Porter (2004) proposed that the nature and level of competition in an industry 
are determined by five forces, the barriers to entry, threat of substitutes, trade 
capacity the amount of buyers and suppliers, and competition among existing 
competitors (Wang, W. and Chang, P. 2009). (Porter, 1979) suggested that five 
Forces provides a comprehensive framework to determine the extent to which 
the company operates in an industry and can capture the value they create. 
Enders et al. (2009) disscussed, this ability depends on the relative strength of 
different forces that can affect the attractiveness of an industry.  
Figure 9 Competitive “Five Forces” Model of Porter 
 
Source:  Adapted from Hannagan (2004)  
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Porter (2004), The purpose of the Five Forces Model is to get a comprehensive 
understanding of a given sector by analyzing the external environment. This 
model has proven to be a very useful way of analyzing market forces affecting a 
sector (Vining et al., 2005). From this analysis, can draw conclusions about the 
competitive situation and the potential profitability of a particular industry 
(Porter, 2001). Many scholars have applied the Five Force Model for 
organizations in different industries in different countries. (Lynch, 2006). 
2.3.1 Bargaining Power of suppliers: 
Mullins (2010) suggested that the number of suppliers will decide the 
competitive pressure, their bargaining power for industries and enterprises. If 
the market has a few suppliers then this could create competitive pressure, 
which affects the entire production and business activities of the sector. 
2.3.2 Bargaining Power of Buyers 
According to Wilhelmsson (2008), the customer is a competitive pressure that 
can directly affect the entire production and business activities of the sector. 
2.3.3 Threat of new entrants 
Porter (1996) has argued that any discussions about potential rival firms are not 
currently available in the industry, but may affect the industry in the future 
(Hannagan, 2005). 
2.3.4 Treat of substitute products or services 
Hannagan (2005) suggested, subtitute products or services can satisfy the 
equivalent of the products and services in the industry. 
Lynch (2006), major competitive pressure of substitute products is the ability to 
meet demand compared to other products in the industry, adding another factor 
is the price, quality and other environmental factors fields such as culture, 
politics, technology will also affect the threat of substitutes. 
Even within the industry can also produce substitute products for their industry. 
Besides, the economy is not stable, investing in real estate is not always 
attractive for customers. Should they invest in stocks, savings bank, expanding 
business ... This is a big issue and customers do not always have sufficient 
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confidence in the market, the opportunity is not considered sufficient for the 
customer to choose and causes them to seek safer solutions with more 
potential profit from capital invested (Evans,1995; Ferreira and Sirmans ,1995 
and Clayton, 1998). 
2.3.5  Industry competitors 
Lynch (2006) showed that businesses are trading in a sector will directly 
compete with each other. It creates competition in an industry, but this creates a 
competitive strength. Hannagan (2005) argues that barriers of industry 
competitors will increase the competitive pressure on rivals.  
2.4 BUSINESS MODEL: 
Chaffey and Smith (2008) suggested that based on the nature of customers’ 
behaveiour and business strategy, there are many business models including 
B2B, B2C, G2B, G2C In this analysis, only B2B and B2C models are analyzed. 
 Model of B2B (Business - To - Business): Fifield (2007) showed that 
B2B trade consists only of commercial transactions in which customers of this 
type are businesses (Johnston and Clark, 2005). 
In the real estate industry, developers have built many projects for the purpose 
of sale to a secondary company. However, it is difficult to find a company with a 
consistent sales strategy. It often depends on the timing and market conditions 
as to which enterprise business model is chosen. 
In recent years, the project has sold to secondary companies and 
simultaneously assigned to the agents with exclusive distribution rights. 
 B2C (Business - To - Customer): Chaffey and Smith (2008) showed 
that B2C includes commercial transactions between businesses and customers, 
in which customers of this type is the end-user. According to Johnston and 
Clark (2005), this type applies to any business or organization selling products 
or services to their customers, serving the needs of individual use (Chris, 2009). 
There are many companies in the property sector that use this model. The 
project company was formed to sell directly to customers. 
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o The difference between B2B and B2C.  
• The former is the difference in customer 
Chaffey and Smith (2008) showed that clients of B2B transactions is the 
company's B2C customers are individuals or end-user. 
According to Fifield (2007), B2B transactions are more complex and require 
higher security, longer. In addition, there are two big differences too: 
• Differences in negotiations and transactions: 
Kotler et al. (2005), sales to businesses (B2B) must include factors such as 
negotiating price, delivery, and to determine the specifications, the technical 
characteristics of the product (Rozin, 2004). The secondary business in the real 
estate purchase projects with low cost and they are often highly discounted.  
2.5 CONSUMER BEHAVIOUR  
Bowie and Buttle (2003), by understanding and satisfying customer 
expectations, companies can better satisfy customer satisfaction.To study this 
problem is widely known as the behaviour of consumers. Influence on buying 
behaviour of consumers , the amount of consumers that may have disposable 
income to spend may vary because of environmental conditions. When there is 
peace, the economy is growing and there are many job opportunities, 
consumers are more optimistic about the future. Consumer confidence is 
higher, and they can spend more on real estate products. 
Consumer behavior is influenced by four main factors: Cultural, social, personal, 
and psychological. All these factors are the basis for approach and service to 
purchase a more efficient way.  
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The main factors affecting buying behaviour  
Figure 10 Influences on individual consumers 
 
 
 
 
 
 
 
 
 
 
 
Source: Adapted from Bowie and Buttle (2003) 
2.5.1 Cultural factors 
Cultural factors may influence the behavior of most consumers. The role of 
culture and social class of buyers as below: 
 Culture 
(Levitt, 1983) suggested that the culture is a most basic determining factor 
relating to the desires and behavior of the individual (Usunier, 2000).  
 Social class 
Bowie and Buttle (2003) discussed, almost all human societies are able to 
highlight the social stratification. Sometimes, this stratification takes the form of 
hierachy  system, whereby members of different levels were raised and taught 
to undertake a certain role. Most common are cases stratified into social 
classes. 
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2.5.2 These social factors 
According to Bowie and Buttle (2003), Consumer behavior is also influenced by 
social factors such as the reference group, family and the role of social status. 
 Reference group 
Many groups that affect customer behavior.Of a reference group including the 
group has a direct impact (face to face) or indirectly to the attitude or behavior 
of that person. 
Gordon and Gergen (1968) discussed that These groups have a direct impact 
to a man called the group members. That is the group which they participate 
and interact. There is a group of primary groups, such as family, friends, 
neighbors, and co-workers or consultants that have relations that regular 
communication. 
 Family 
According to Ammi (2007), the members of the family is an important reference 
group that includes the most influential ,parents and his/her own family, ie 
spouses and children. 
In Asian countries the family plays a much larger role, and many consumers 
discuss decisions collectively, when deciding to buy real estate. 
 The role and status  
The author has been life involved in a lot of groups - family, clubs, 
organizations. The position of people in each group can be determined based 
upon their roles and status. (Ammi, 2007). 
2.5.3 The individual factors 
The buyer's decision is also influenced by personal characteristics, notably age 
and stage of life cycle of the buyer, occupation, economic circumstances, 
lifestyle, personality and self concept of that person. 
 Age and stage of life cycle 
Tastes in relation to real estate depends on age. The consumer also is 
fomulated by life cycle stage of the family. Some recent work has identified the 
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psychological stages of the life cycle. The elderly have experienced periods or 
certain changes in the process of living (Bowie and Buttle, 2003). 
 Occupation 
A person's career affects their consumption patterns. 
 Economic circumstances 
The selection of products is affected greatly by the economic circumstances of 
that person. Economic circumstances, including the income of people can 
spend their (income, level of stability and arrangement time), savings and 
assets, debt, borrowing ability, attitude with the spending and saving. 
 Lifestyle 
These people came from a branch of culture, social class and the same 
occupation can have completely different lifestyles. A person's lifestyle is a way 
of life in their world is reflected in the activities, interests and opinions of the 
person. Lifestyle portrayed a man in a comprehensive relationship with their 
environment. 
 Personality and self concept 
Bowie and Buttle (2003) suggested that everyone has a different personality 
and this affects his or her behavior. In this context personality traits can make a 
psychological difference in the reactions leading to being relatively consistent 
and durable with their environment. Personality is often described by the 
definition as a powerful confidence, independence, respect, the harmony, the 
discreet and adaptable. Personality can be a useful variable in analyzing 
consumer behavior, because that can classify the type of personality and close 
relationship between certain personality types with selected products. 
2.5.4 The psychological factors 
The selection of a procurement is influenced by four factors and they are 
psychological motivation, awareness, knowledge, beliefs and attitudes. 
 Motivation 
According to Maslow (1954), human needs are arranged in hierarchical order, 
from most urgent to less urgent one. 
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In order of importance that needs to be arranged as follows: The physiological 
needs, safety needs, social needs, the needs are respected and the demand 
itself.  
Figure 11 Maslow's Needs Hierarchy Theory 
 
 
 
 
 
 
 
 
 
 
 
Source: Adapted from Stone (1998) 
 Awareness 
Desmond (2003) discussed that everyone that has motivation is ready for 
action. The problem is that people are motivated to act, but in reality they are 
influenced by their perception of the situation at that time. 
 Knowledge 
When people act they also acquire knowledge, knowledge describes the 
changes in individual behaviour is derived from experience. Most human 
behaviours are perceived. The theoretical knowledge that a person's knowledge 
is created through the interaction of the impulse, stimulus, examples, reaction 
and response to consolidation. (Gibier and Nelson, 1998). 
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 Beliefs and attitudes. 
Through activities and knowledge, people have beliefs and attitudes. These 
factors have affected shopping behaviour of people. 
Commentary 
Analyzing the comumer behaviour of customers helps developers to ensure real 
estate products are designed to meet customer demand.However it can also 
assist in using sales techniques to attract consumers. So developers can study 
consumer behavior to target customers to maximize business benefits. In 
addition, Almond (1999) argued that understanding consumer behaviour, can 
forecast the possible risks in order to anticipate any risk to offer a solution to 
overcome the risk of creating a favorable business environment for business. 
2.6  SWOT ANALYSIS  
According to Pickton and Wright (1998), SWOT is a technique for both internal 
and external analysis. Chaffey et al, (2006) discussed that it is based on the 
assumption that an effective strategy comes from a good fit between the 
strengths and weaknesses of the company and its external opportunities and 
threats. A fit maximize the strengths and opportunities of a company and 
minimize its weaknesses and threats (Pearce and Robinson, 2003). SWOT 
analysis is a general design tool for the preliminary stages of decision making 
and is a precursor to strategic planning in various applications (Skeese, 2002). 
A summary of the situation of the company, including SWOT analysis of internal 
and external perspective to provide a plan for controlled variables and 
uncontrolled (Novicevic et al, 2004). It was a framework of choice among many 
managers for a long time because of its simplicity (Pearce and Robinson, 
2003). 
The SWOT analysis model is suitable for assessing the current state of the 
company through analysis of the internal (Strengths and Compliance) and 
external (Opportunities and threats) of the company. SWOT performs by 
filtering information in an order, being easy to understand and handle better. 
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Table 1 SWOT analysis of real estate market 
 
 
2.7 VALUE CHAIN 
Porter (1985) suggested that analysis of specific activities through companies 
that can create a competitive advantage, it is useful to model the firm as a 
series of activities to create value. Porter (1985) has identified a set of 
interrelated activities in general for a variety of companies. Brown, et al. (2005) 
added that the model results are known as value chain and are described 
below: 
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Figure 12 Firm’s value Chain 
 
Source: Adapted from Hannagan (2004:431) 
The goal of these activities is to create value beyond the cost of providing 
products or services, thus generating a profit. 
Primary Activities: 
• Inbound logistics: 
Construction activities, purchase of land for production of diversified resources 
of a company and the products is being offered for resale by customers who 
have purchased products/ companies. 
• Operations 
Activities relates to creating value from buying land, building materials to the 
completion of all construction works and projects which are offered to 
customers. 
• Outbound: 
Activities needed to sell products to customers, such as the housing gallery, 
agents, agencies. 
• Sales and Marketing: 
Including marketing and sales activities for the project's developers. 
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• Service: 
Including customer care operations and services sales and property 
management services.  
Support activities 
The main activities of the value chain described above is supported by the 
support activities. Porter (1985) has identified four general types of support 
activities, details of which are industry specific. 
• Procurement - the function of buying raw materials and other inputs 
used in value-creating activities. 
• Technology Development - including research and development, 
process automation, and other technology development used to support the 
activities of the value chain. 
• Human Resource Management - activities related to recruitment, 
development and staff training. 
• Infrastructure companies - including such activities as financial and 
legal management quality, 
These activities support the development of a competitive advantage, for 
example, to develop a cost advantage through innovative management of 
information systems. 
Value chain analysis 
To better understand the activities leading to a competitive advantage, one can 
start with the overall value chain and then identify the specific activities of the 
company  
Once the separated activities are identified, the interaction of the activities 
should be defined. A link exists if the performance or operation of a cost impact 
of each other. Competitive advantage can be obtained by optimizing and 
coordinating related activities. 
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2.8 VALUE CHAIN AND COMPETITIVE ADVANTAGES 
Collis and Montgomegy (1995) suggested that the competitive advantage of 
businesses is the difference in products of a business, which are superior in 
comparison with all other businesses in the same sector. Competitive 
advantage helps enterprises meet the best demands of customers, in order to 
achieve the purpose to gain market share as much as possible to the target 
market, continuously improve efficiency and expand production. On the other 
hand, all that is useful under the ownership and use of enterprises can be 
integrated to make that difference known as the competitiveness of enterprises. 
As mentioned above, a specific business will be competing with all other 
business in the same sector .Thus,the competitive environment of business is 
the operating environment of that business sector. According to Porter (1985), 
the competitive environment of the showed through the five competitive forces 
of industry as shown in the figure 2.3 above. 
In this research, building a competitive advantage of the business based on the 
value chain model. Building a competitive businesses based on value chain 
structure,will utilise three methods: 
 Optimize each function. 
 Optimize the coordination between function. 
 Optimization between the internal activities and external activities. 
Performance of the improved value chain by improving each link or improve 
links between the chains. 
2.9 CONCEPTUAL FRAMEWORK 
The main objective of this subject is to analyse the external factors and internal 
factors and internal factors that are likely to affect the real estate market in 
2012, to help businesses make effective strategic investments. The author has 
taken the literature review related to these issues and considered all the 
external factors and internal factors affecting the industry. In addition, it is linked 
to a conceptual framework as shown below: 
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Figure 13 Conceptual Framework 
 
Source: Author (2011) 
For the developers to make an effective business decision in the real estate 
industry in 2012, they need to build a competitive strategy for the enterprise. 
Establish a competitive strategy must improve their competitive performance 
through business activities based on Value Chain model. 
In this research, to make an effective competitive strategy, the author analysed 
external factors to be able to affect the real estate industry by PESTEL model. 
PESTEL analysis to find out what factors interact with the macro environment in 
order to understand the advantages and limitations of conditions and present 
circumstances of this sector. From these points, can take advantage of 
opportunities or mitigate risks to provide appropriate development. 
PESTEL analysis is not enough in itself to outline all of the issues and the 
barriers of the real estate industry. So in this research, the author further 
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analysed the barriers of the industry by the "Five Forces" model. Porter (1985) 
clarified that the barriers can imagine the attractiveness of the sector, as well as 
external factors which can affect enterprise performance. 
The author has analysed the competitive factors affecting the business 
strategies of enterprises. In addition, analysis of consumer behaviour of 
customers to understand the factors relating to behaviour affecting the real 
estate market. Based on this analysis, the leader can offer the company's 
business model in B2B or B2C model. And develop a competitive strategy 
through Value Chain model. 
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Chapter 3   RESEARCH METHOD  
3.1 Introduction  
This chapter is about how to collect data in order to answer research questions. 
Guba and Lincoln (1994:105) suggested that the question of research methods 
is of secondary importance to the questions posed. Both methods of qualitative 
and quatitative can be used appropriately with any research paradigm. 
This chapter will discuss and analyze the advantages and disadvantages of 
research methods, tools, techniques and philosophy functions to ensure that 
research design will be consistent with the objectives of the questions to create 
a positive and reliable result. 
Easterby-Smith et al (2008:56) suggested three reasons to understand 
philosophical research  
 “…it can help clarify to research designs…”  
 “…knowledge of philosophy can help the researcher to recognise which 
designs will work and which will not.”  
 “… it can help the researcher to identify, and even create designs that 
may be outside his or her past experience.” 
3.2 Research Philosophy 
According to Saunders et al (2007), research philosophy contains important 
assumptions about consideration in the world. These assumptions will 
strengthen strategic research and the method of choice as part of that strategy. 
There are three main ways of thinking about research Philosophy: 
Epistemology, ontology and axiology. 
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Table 2  Definition of research philosophy 
 
 
Source: Saunders et al (2007) 
Figure 14 The research onion 
 
 
Source:  Saunders et al (2007)  
The strategies and methods can vary significantly, so the author will assess the 
views of what is important and helpful in each. This section will focus mainly on 
the Epistemology of the stance of researchers: Positivisism, realism and 
interpretivism. 
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3.2.1 Positivism 
Positivism is a tendency of philosophical and sociology epistemology. Scientific 
method is the best way to explain the facts of nature, society and people. 
(Remenyi et al, 1998). 
Positivism confirms that knowledge derived from the validation testing of 
evidence. 
Positivism can be applied philosophical views of natural scientists, can observe, 
will lead to the creation of reliable data and to create a research strategy to 
collect these datas, ability to use existing theories to develop hypotheses. 
These hypotheses will be tested and confirmed, in whole or in part, or rejected, 
leading to the development of theories that can then be tested by further 
research. 
An important component of the positivist research methods are research is 
done, as far as possible, the value of a free way. The researchers are collecting 
the data there is very little outside, can be done to alter the nature of the data 
collected. Assumed to be "independent researcher and not affect nor be 
affected by the subjects of research" (Remenyi et al, 1998:33.). 
Even those researchers seek to have an attitude of positivist decide matters 
exercises in the study, the research objectives to pursue and collect data. 
Indeed, it can be argued that the decision to adopt an attitude seems to value 
free for the existence of a certain place value. It is often advocated that the 
positivist researchers will be able to use a highly structured methodology to 
make replication (Gill and Johnson, 2002). Moreover, the emphasis will be 
observed for quantitative statistical analysis. 
However, this may not necessarily be the case because it is entirely possible to 
apply some of the characteristics of positivism in their study, to test such 
hypotheses, and use methods are mainly qualitative. 
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3.2.2 Realism 
Realism is an epistemological position related to scientific inquiry. The nature of 
realism is what the showing senses and actually true: objects exist 
independently of human mind. The theory of realism is a fact quite independent 
of whether the mind or in the art and science applications (Saunders et al, 
2007). 
In this sense, realism is opposed to idealism, the theory that only the mind and 
its contents exist. Realism as a branch of epistemology is similar to positivism in 
that it assumes a scientific approach to the development of knowledge. This 
assumption was a basis for collecting data and understanding of the data. 
Saunder et al (2007) showed that this means becoming more apparent as the 
two forms of realism is the opposite. 
This will be a consequence of the existence of a series of larger structures, 
procedures, processes and capabilities that they can interact with each other.  
According to Saunders et al (2007), the critical realist position showed that the 
social world is constantly changing as more suitable for the purpose of business 
and management research. It is usual to understand the reasons for the 
phenomenon as a precursor for the proposed changes. 
3.2.3 Interpretivism 
Critical researchers of positivism showed that rich insights into this complex 
world are lost if you reduce the complexity so as to complete a series of 
overview of the legislation. Interpretivism contrasts with positivism and depends 
on the view that a strategy is required to respect the distinction between natural 
phenomena 
That natural scientists interested in the meaning of subjective and social 
interaction between scientists believe social benefits (Bryman and Bell, 2007). 
Interpretivism is an epistemology that advocates the need for research to 
understand the differences between people. 
Importance for epistemology is interpretivist researchers have adopted a stance 
empathetic. The challenge here is to step into the social world of objects we 
study and understand their world from their perspective. Some people think that 
is a very appropriate point in the case of interpretivist business and 
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management research, particularly in the areas of organizational behavior, 
marketing and human resources management. Not only is the complex 
business situations, they are also unique. 
They are a function of a set of circumstances and individuals. This immediately 
raised questions about the general ability of the studys aims to capture the rich 
complexity of social situations. However, the interpretivists would argue that 
generalisability is not so important. Similarly, if we accept that all organizations 
are unique, that makes generalizing too little value. 
3.2.4 Summary 
Easterby – Smith et al (2008) contrast the implications of positivism and social 
constructionism in table 2 below: 
Table 3 Contrasting implications of positivism and social constructionism 
 
 
Source: Adapted from Easterby – Smith et al (2008) 
 
Research in the real estate market was done from a social constructionist or 
interpretivist perspective, integrated data collection techniques and procedures 
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and quantitative analysis to enhance the effectiveness and quality of data 
analysis and research findings. 
The goal is to understand the different perspectives or under construction in the 
actual implementation of social issues and cultural influence on any  of the facts 
and how they impact the overall implementation through disclosure forms and 
basic social order. 
Business and management study is often a mixture of positivist and 
interpretivist, perhaps reflecting the position of realism. Interpretivism 
philosophical questions will probe and ask what affects the external and internal 
environment; the elements that match the business strategy. In addition, it is 
possible to evaluate the relationship between external environmental impact 
and strategies. The outcome of research analyzes the social context to 
understanding and make sense of motives and intended actions. 
The research methods used is an inductive approach, in which data collection 
and theory development from the result through data analysis. 
3.3 Research strategy 
According to the research “onion”, found out the next three peelings: the 
research strategies and research options and time horizon. Three peelings can 
be seen as focusing on the research design. That is to tranfer the research 
question into a research project (Robson, 2002). The way that is chosen to 
answer the research questions will be affected by the research philosophy and 
approach. Research questions will inform the choice of research strategy, the 
choice of collection techniques, analytical procedures, and time horizon under 
which make the project research. 
Saunders et al (2007) suggested that there are six research strategies such as: 
Experiment, Survey, Case study, Action research, Grounded theory, 
ethnography, Archive research. 
In this research, a method was used by Research survey. 
The investigation strategies allowed to collect quantitative data can be analyzed 
quantitatively using deduction and induction. In addition, the data collected by 
using a survey strategy which can be used to indicate possible reasons for the 
special relationship between the variables and production models of the 
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relationship. 
Abdulla et al. (2011) discussed a strategy that using the survey will have more 
control over the research process and when selecting which sampleto use. 
Once having collected the data, the research would then be independent.  
The data collected by the survey strategy is not as extensive as collected data 
of other research strategies. However, perhaps the biggest limitation of using a 
ques-tionnaire as part of a strategy is the capacity of respones to do it very 
badly. 
However, the questionnaire is not a unique technique to get the data in 
investigation strategies. Research methods and semi-strutured interviews are 
also methods used to help form this study. 
The survey was used to probe the opinions of current customers and potential 
customers often revolving around tastes, objects of value, knowledge of 
products and services, general utilities.The sample survey will be conducted on 
a representative sample of customers in target markets. In addition, survey 
developers are consulted on the development trends in the years of planning, 
pricing, scale of projects and property classification. 
3.4 Research Approach 
Research approaches stem from philosophical point of view made by the 
researcher.  As shown by the research onion, the research approach can be 
deductive or inductive.  
The deductive method is a study that involves testing of a theory suggested by 
the work of a research strategy designed specifically for the purpose of the 
experiment (Saunders et al, 2007). 
According to Robson (2002) was cited by Saunders et al. (2007:117), there are 
five stages: 
 Deducting a hypothesis 
 Hypotheses shown in groups of operations 
 Test the hypothesis operation 
 Consider the specific results of the survey 
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 Modify the theory of the findings 
This approach is useful for explaining the relationship between variables. It is 
primarily used to collect quantitative data and requires high structured 
methodology to facilitate replication (Gill and Johnson, 2005) cited in Saunders 
et al (2007). This approach stems from a positivist perspective and therefore do 
not apply to this study, however, the deductive method require the construction 
of a hypothesis. This is not the method used in this research. 
It is not unusual to combine deductive and inductive approaches in the 
research. As suggested by Creswell (1994) cited in Saunders et al (2007), the 
approach will depend on the research topic. 
Inductive method of research is related to the development of the theory and is 
the result of observing the experimental data (Saunders et al, 2007). This 
approach is suitable for use in small samples, the researcher has the ability to 
work with quantitative data and use various methods to collect this information 
to determine different viewpoints (Easterby – Smith et al, 2004). 
Inductive method is applied in this research with some elements of a deductive 
method. The method of induction and deduction is presented continuously, 
because the research did not fit neatly into one category. However, a previous 
theory identified in the literature review was used when establishing the 
development goals. Therefore, the approach used will include some elements of 
a deductive method, in pursuit of elements from induction. 
3.5 Qualitative and Quantitative  
In this research applied two methods: quantitative analysis method and 
quantitative analysis methods. 
Abdulla et al (2011) discussed that a qualitative research approach which seek 
to describe and analyze cultural characteristics, groups and human behavior 
from the viewpoint of researchers. According to Bryman and Bell (2007), 
qualitative methods provides comprehensive information on the characteristics 
of a social environment where research is conducted. Social life is seen as a 
sequence of events closely linked together that should be described fully to 
reflect the actual daily life.  
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Quantitative method focuses on evaluating the impact of economic factors, 
psychological, social and consumer behavior. Similarly, this method can also be 
used to measure the impact of pricing strategies, advertising, promotions, sales 
policies of a company on its sales. It is an abstraction of practical reasoning. It 
is indicative of the most essential factors affecting the behavior of market 
actors, and the impact of how it occurred.  
Secondly, based on the theory of economic relationships mentioned above, the 
person who undertakes the market research needs to carefully design any 
questionnaire to be relatively brief and logical. 
By making use of collected data to establish the economic measures that allows 
assessment of the economic relationship with defined statistic reliability. These 
assessments can then be used for analysis and forecasting.  
Finally, the results of the analysis and forecast were compared quantitatively 
with theoretical basis for modeling and forecasting analysis. 
The conformity between theory and practice will have benefit for the business 
decision making of the company. An empirical analysis is not consistent with 
theories that often lead to verify the theory by posing the problem, on which to 
set up an analysis model. That leads to a cycle: the theory oriented empirical 
research, analysis and practice to promote the development of reasoning. 
Table 4 Distinctions between quantitative and qualitative data 
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(Source: Dey (1993); Healey and Rawlinson (1994) cited in Saunders et al, 
2007) 
Quantitative researchs quantify the accuracy of qualitative research and 
qualitative researches clarify the meaning of quantitative research. 
Cresswell (2003) discussed that a comprehensive research needs to be 
coordinated between the two research methods to bring maximum results. It 
can only combine smoothly between quantitative and qualitative research which 
associated with the social practice to be effective in science. 
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 Quantitative research methods can support the quantitative research by 
identifying suitable topics for investigation methods. 
 Quantitative research can support qualitative research by generalizing 
findings to a larger sample or group should identify empirical research. 
 Quantitative research may help explain the relationship between 
variables  detected in the quantitative research. 
3.6 Data Collection Methods 
Data collection is a significant period of utmost importance for the research of 
social and economic phenomena. However, data collection often takes time, 
effort and cost. Therefore, need to understand well the data collection methods 
from which choose appropriate methods to the phenomenon, as the basis 
planning to collect scientific data in order to achieve the best performance of 
this important phase. 
3.6.1 Questionnaire 
In this research, primary data were collected from two sources: questionnaire 
survey and semi-strutured interviews. 
The questionnaire can be used in both positivistic research and phenomena 
research. And it is one of the most commonly to be used in data collection 
techniques (Collis and Hussey, 2003). The questions are selected from a list of 
carefully structured and test questions in order to elicit reliable responses from 
the selected sample (Saunders et al, 2007). 
This research has two questionnaires: A questionnaire for the developer and a 
questionnaire for customers. Contents of the questionnaire included two 
screening questions, 16 main questions and four/ five sub-questions. 
The questionnaire mainly used two scales: nominal scale and ordinal scale. 
Because this topic is relatively large so the research should use this scale to 
capture the quality of provisons and demands, characteristics, factors affecting 
consumer behaviour in the real estate or the factors may affect investment 
decisions of developers. Customers and developers can make effective 
business solutions for business. 
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The questionnaire was designed on the web survey. The questionnaire was 
sent directly to old customers who had previously purchased the company's 
products, new customers as well as other customers or developers via the 
email. In addition, questionnaires were sent to the brokerage employees to 
capture their intention.  
Survey for demands of residential market  
http://www.sirvina.com/WebSurvey/129475550662800000/63193F.aspx  
Survey for provisions of residential market  
http://www.sirvina.com/WebSurvey/129474680042670000/63176F.aspx 
The advantage of data collected by questionnaire is simple and can be trusted. 
Conversely, there are some limitations such as limited answers, not large and 
have been identified in advance. Answers may not be ready to make desired 
information.Plus the sample responses can sometimes be small in numerical 
terms, which can reduce the effectiveness of assumptions and findings to a 
study. 
3.6.2   Semi-structured Interview  
Saunders et al (2007) suggested that semi-structured interviews are based on 
an interview list of pre planned questions or topics. However, the order and flow 
that questions are asked will depend on the context and characteristics of the 
interview subjects and how it is conducted. 
To complete this research, the author used the semi-structured interview 
method. Using this method involved quantitative analysis to discover the 
problem to the "why" question. 
Collis and Hussey (2003) suggested that the advantages of semi-structured 
interview is reliable data, collected wide and deep information. Limitations of 
semi-structured interview that takes time and relies on the ability of the 
interviewer. Therefore in this research, the author identified five developers for 
interview about provison and investment trends in the real estate market. 
Simultaneously ten clients were selected to be interviewed about the demand of 
the real estate market in HCM City. Those customers who have frequent 
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business investment in real estate market, they have extensive experience in 
market forecasts for 2012. 
3.6.3   Secondary data  
Saunders et al (2007) showed that secondary data is characterized by only 
providing information of described situation, indicating the scale of the 
phenomenon, not to show the nature or the relationship of the parties in 
research subjects. Because secondary data, whether collected external or 
internal environment, it is also the published information so the lack of updates, 
sometimes is inaccurate and incomplete. However, secondary data also plays 
an important role in marketing research: 
The secondary data can provide a solution to research cases that secondary 
data are consistent without primary data. 
Even when secondary data is not useful for decision making, it is very important 
because it helps to define and shape assumptions about the solution of the 
problem. It is the basis for planning the collection of primary data, as well as to 
be used to determine the overall sample and perform sampling to collect 
primary data. 
 Secondary data within the enterprise. 
This data is taken from the marketing department, R & D. 
 External secondary data 
The secondary data sources have been published from governments, trade 
associations, professional organizations, trade publications, research 
organizations and professional Marketing, Internet. 
These data have supported a lot for this research. 
3.6.4 Population and Selecting Sample 
Investigation of sampling means not to investigate the entire industry's units, 
just surveying on a number of units and customers in order to save time, effort 
and cost. The most important issue is to ensure that the overall model must be 
able to truly represent the whole aspects of the study and its objectives. 
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Figure 15 Population, sample and individual case 
 
Source: Saunders et al (2007) 
In research of this housing market, the selection of samples through the 
following steps: 
 To determine the overall sample: 
All customers who have housing requirement and are living and working in 
Vietnam and need to buy houses in HCMC. In addition, for a selected survey of 
the supply of developers which have offices and projects in the HCM City. 
 To Determine the sampling frame or list a sampling: 
For the survey of demand: the customer's company, customers in the list of 
sales staff. In total over 500 samples were sent questionnaires. 
For the survey of providers: listed 50 companies which have projects in HCMC. 
Survey questionnaire sent to senior managers. 
 Selected sampling method: 
Figure 16 Sampling techniques 
 
Source: Saunders et al (2007) 
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There are two methods of sampling: Probability sampling method and non- 
probability sampling method. However, in this research, the author used non-
probability sampling method: 
Non-probability sampling method is sampling method in the overall units that 
are not equally likely to be selected as the research sample. 
Only choosing the customers who have had transactions with the company and 
the customers chosen were in the customer list held by sales staff. 
Non-probability sampling is completely dependent on experience and 
understanding of the overall research findings of the research. So it often is the 
subjective results of the researcher. On the other hand, can not be calculated 
error due to sampling, so can not apply statistical methods to derive estimates 
of sample to apply into the overall sample. 
To obtain primary data, the authors choose a quota sampling to send out 
questionnaires and conduct interviews. 
Quota sampling: 
For this sampling method, the author designed criteria and from that drew up a 
distribution plan to those concerned, as stratified random sampling, but then 
used the sampling method or convenient sampling to select the judge in each 
organizational unit to conduct investigations. The number of units allocated to 
each group should be investigated fully by sharing subjective experience of the 
researcher. 
Most of the questionnaire were sent only to customers who are aged over 25 
and earning over 20 million VDN per month. For supply survey, only sent to the 
real estate companies. 
 Determination of sample size: 
Survey for demand: the author required 300 valid samples for analysis in order 
to analyse the demand of the residential market. 
Survey for provision: the author required 20 completed and valid samples for 
analysis of the views of business-oriented developers forecasts for market 
trends to 2012. 
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 Sampling inspection process: The process of sampling inspection is 
conducted regularly based on a few questions about monthly income to avoid 
not proper subjects and objects missing. 
3.7 Triangulation 
Triangulation is also known as the crystallization (Maxwell, 2004), which is 
about basic aspects of the data collection process and also form an action plan 
to utilse the data analysis (DePoy and Gitlin, 2005). In the triangle, one of the 
sources of information are checked against other sources to determine the 
accuracy of the theory of the understanding and development of complex 
understanding. 
Triangulation allows the researcher to confirm a particular finding by checking 
different sources to provide focused information. This technique increases the 
accuracy of the collected information (Bluebond-Langner, (1978) cited in 
(DePoy and Gitlin, 2005). This study is also triangulated. 
3.8 Reliability and Validity 
Reliability refers to the consistency of the achieved results in the research. 
According to Easterby-Smith et al. (2004:135), mostly are stability problems. 
Using the approach of multi-modal optimization of reliability and validity, Sum et 
al (2010) also argued that the term reliability refers to the consistency and 
repeat of the achieved results by an individual researcher working on the same 
subject, working independently, and getting nearly the same result. However, 
the reliability will be viewed differently depending on perspective and philosophy 
of the researcher (Easterby- Smith et al, 2004). 
Saunders et al (2007) suggested that validity is identified in two ways: 
 The degree which data collection methods accurately measure what they 
intend to measure. 
 The degree which research findings are what they actually said about it. 
In this resesarch, the researcher tried to check the reliability and Validity of the 
questionnaire to maximize response. Questionnaires and semi-structured 
interviews has been carefully reviewed and has added suggestions by 
colleagues in the real estate industry. Similarly, in the semi-structured 
interviews, the researcher conducted each interview the same way and 
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according to the model structure. The interviewer also repeated answers to 
clarify the meaning and thus avoid errors of interpretation. The secondary data 
collected by selecting data that have a direct link to the research questions 
(Etchegary and Fischer, 2010). 
After collecting the data from the self-completion questionnaire, semi structured 
interview and the secondary data, the analysis of the data can help identify the 
strengths, weaknesses, opportunities and threats of the marketplace. The 
analysis of the SWOT is a method which can direct and address the suitable 
objectives in this research.  
Generally, the researcher ensures the accuracy of the collected data, findings 
and methods. In order to ensure reliability and validity research, the author also 
focuses on the sampling method and sample size. 
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Chapter 4 FINDINGS 
This chapter describes and explains the findings of data collected in this 
study.The author will then assess the findings and consider them in relation to 
the objectives set.Those objectives are: 
• To explore the market for Business Opportunities. 
• To critically review the nature or source of Competitors. 
• To analyse the market demand for housing based on Consumer Behaviour 
• To recommend a business model for real estate in Vietnam 
The data in this chapter obtained from the following methods: 
• The data obtained questionnaires 
• Results of semi-structured in interview 
• Secondary data 
4.1 Introduction: 
Questionnaires were sent to 500 customers through email and posted on 
website. After 3 weeks of collection, the author obtained baseline data from 375 
respondents that completed the questionnaire.(a 75% return) Within the 375 
questionnaires, there were some questionnaires not completed correctly and 
did not relate this project,they therefore were not considered valid for this studys 
purpose.This meant that 300 responses were utilised for analysis.(60% return 
rate). 
Similarly, for developers, only 20 respondents selected for analysis (40 % return 
rate) 
Before going to analyze the data, the results of the questionnaire will be 
presented first. 
In summary, the results of the data from the questionnaires are shown below: 
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4.1.1 The results from the developers 
• Business Models 
Of the 20 developers, 80 percent of the returns are from is a joint stock 
company model, limited company model accounted for 10 percent and 10 
percent model is the joint venture company. State owned model and 100 
percent capital of foreign company model are not appeared in the result. 
Figure 17 Type of business 
 
• Established time: 
Shown in the figure 18 below is a breakdown of the length of time the 
companies have been in operation. 
Established time of companies as below: 
Figure 18 The number of has established years of operation 
 
  The majority of companies have been set up  for a period between five to ten 
years (50 percent), four companies founded from 10 to 15 years and four 
companies were established from 15 to 20 years. Only two companies have set 
up less than 5 years and not have any company established over 20 years. 
• Capital of company 
The size of the 20 companies by capital finance levels are described 
below in Figure 19: 
Figure 19 The size of companies by capital finance levels 
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The percentage of companies that have a chartered capital from 200 billion to 
500 billion VND  are 40 percent,those smaller companies that have chartered 
capital of less than 200 billion VND are  25 percent, companies with capital of 
1,000 billion to 3,000 billion VND are 20 percent, the companies with capital of 
500 billion to 1000 billion VND are 15 per cent. 
Commentary: 
Developers in this study are mainly from shareholding companies, were formed 
mainly from in the period 5 to 20 years with capital level of less than 3000 billion 
VND. The company has extensive experience in developing real estate 
projects. 
• Experience 
Figure 20 Investment experience in residential market 
 
Commentary 
60 percent of developers have had experience in land lot, 35 percent of 
developers have had experience in retail apartments and only 5 percent of 
developers have contributed service apartment 
4.1.2 The result from the respondents as customers: 
Developers in this study are mainly shareholding companies; the samples are 
from 5 to 20 years with capital less than 3000 billion VND. 
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• Gender  
Figure 21 Gender of customers 
 
 
Of the  300 respondents, 168 respondents are males and 132 respondents are 
females. 
• The age 
Figure 22 The age of customers 
 
The majority of customers surveyed from 30 to 40 years old (46 percent), other 
categories were from 40 to 50 years old is 29 percent, under 30 years old is 15 
percent and from 50 to 60 is 10 percent. 
• The profession  
In this group of 300 customers, 46 percent of customers are managers of 
companies, 28 percent of customers are employees, 16 percent of customers 
are business owners and 10 percent of customers are professionals. 
Figure 23 Profession of customers 
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• Income 
Figure 24 Income levels of customers per month  
 
More than 68 percent of people surveyed had income levels above 40 million 
VND, the remainder of sample has incomes below 40 million VND per month. 
Figure 25  Experience in investing in real estate 
 
These customers are used to investing in real estate. Therefore, most of them 
have had a lot of experience within the real estate industry.. 
Commemtary:  
The sample has the same ratio of males and females with an age between 30 
to 50 years old. Most of them have been manager or owner. Their main 
incomes are over 40 million VND per month.  
4.2 Findings for objective 1: To explore the market for business 
opportunities. 
The percentages of respondents had a fairly equal gender split, mainly aged 
between 30 and 50 years old. Most of them are managed or owned their own 
companies. Their main income is 40 million VND per month. 
4.2.1 Projected requirements for 2012 
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4.2.1.1 Projections in 2012 
Questions to find answers in this section including: Question 1, Question 2, 
Question 3, Question 5, Question 6, Question 7.  
Question 1: What kind of property projects will your company develop? 
Figure 26 Provision of residential market 
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Of the developers surveyed, 45 percent of respondents aims to develop a land 
project in 2012, 35 percent would like to develop apartment projects, about 15 
percent aim to develop urban projects, only 1 percent choose to build apartment 
building or leasing apartment. 
Combinating the secondary data and the results of semi-structured interview 
with Question 1: In 2012, what kind of type of residential market will your 
company develop? What are the reasons for your company to concentrate on 
that?  
• Developers will develop projects and urban land for the following 
reasons: 
 Diaoconline (2011) showed that the customer demand of land 
projects is high at this time. 
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 According to baodautu (2011), developers have been in a period 
of lack of funding. Thus, investing in land project   will not cost as 
much as investing in an apartment project. Therefore, developers 
can mobilize capital from customers to meet the demand. 
 Diaoconline (2011) also found that land bank in HCMC is running 
out. In the next period, if developer lauch land project, they can 
reduce the competitive pressure from rivals. On the other hand, 
land project could be sold in high prices to improve profitability. 
• In adiition, there are many developers who are interested in developing 
apartment project because: 
 The developers did not have so much land available so they 
would like to develop apartment project to maximize invested-
profitability 
 The income of people is not high so developing mid-end 
apartment segment can still attract customers. (Vietrees, 2011) 
The developers of the project have developed model of serviced apartments 
and condonminiums for leasing 
 The projects are located in good locations. If the apartment 
projects have sold out, the developers will loose the lands in had 
good locations. 
  Also, according to GSO (2011), now there are more than 3.7 
million who regularly travel ti and work in Vietnam, so this will 
increase demand from customers who are interested in living in 
long-term leasing apartments.. (Vietrees, 2011) 
 These companies in the main have strong levels of capital 
available, so they are not under pressure to immediately recover 
the capital and therefore can take a longer term strategy. 
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Question 2: With those projects, how much does it cost per sqm in VND? 
Figure 27 The selling price of projects of developers 
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The developers have developed the projects under 18 million VND per sqm and 
from 18 million to 30 million VND per sqm by: 
Macroeconomic situation is in a period of instability in 2011 has worse trend 
(GSO, 2011). Developers are worried people do not have sufficient finance to 
purchase high-priced projects. (Vietrees, 2011). 
The senior project demand is in excess of supply (CBRE, 2011). 
The mid-end apartment segment has price of less than 30 million per sqm and 
is still attracting custmers. (Vietrees, 2011) 
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Question 3: How many total areas of those projects will your company 
develop? 
Figure 28 Areas of the project 
 
On the scale of the project, developers are prepared to develop the project in 
the scale from 10 hectares to 30 hectares, this scale accounts for 45 percent. 
Projects of less than 2 hectares account for 20 percent and the projects two 
hectares to 10 hectares account for 20 percent as well. Scale projects from 30 
hectares to 50 hectares (known as urban areas) will also be developed in 2012 
with the rates of 15 percent. 
Question 5: How many projects will your company develop in 2012? 
Figure 29 The number of projects 
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Number of projects to be launched in 2012, more than 55 percent of developers 
only develop a property project in 2012. 30 percent of developers will develop 
two projects. The rest, about 15 percent of developers will develop from 3 to 5 
development projects. 
Question 6: How many units will your company develop per one project? 
Figure 30 The number of units of the project 
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Among the real estate project being developed in 2012, with 30 percent of 
projects will supply 100 to 300 units, the project scale from 300 to 600 units will 
be developed at a rate of 20 percent. These projects have less than 100 units 
accounted for 10 percent. Projects on the 1000 scale units are also developing 
at a rate of 10 percent. 5 percent of project scale from 600 to 1000 units. 
As reported by Savill (2010, 2011), the market will have a significant amount of 
supply more than 600 hectares of land and 104,000 units forecasted to be 
released from 2010 through to 2013. Thus, the real estate market in 2012 in 
HCM City will compete very strongly. 
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Question 7: Region where your company will invest in 2012 
Figure 31 Region of project 
 
 
 
 
 
 
 
 
 
Among the projects being constructed and trading in the coming period, 
approximately 40 percent of the project is located in District 2, 9 and Thu Duc. 
The project is located in Binh Thanh, Go Vap and projects in District 6, Tan Binh 
were 15 percent. The rest of locations have projects being developed at a rate 
of 5 percent. 
• Question 2 of semi-structured interview: How do you think about the 
residential market in District 2, District 9, District Thu Duc? Why does your 
company develop the project in that area? What about the other districts? 
The developers choose to develop projects mainly in district 2, 9 and Thu Duc 
because of the following reasons: 
According QHKT (2010), District 2, 7 and 9 have attracted developers for 
developting projects because they are not too far from downtown Ho Chi Minh 
City, 10 - 20 minutes by car. Moreover, the transportation projects are 
implemented here as the East-West Highway, Highway Saigon - Dau Giay, or 
the Thu Thiem Tunnel, Phu My Bridge completed a major impact on the real 
estate market area making apartment prices soar. District 2 and District 9 
connected to the city center through the Hanoi Highway and Thu Thiem Tunnel. 
Convenient transportation is a factor as well as land and house prices rising at 
this place (GDLA a, 2011) 
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According to Ho Chi Minh City Government a (2010), In addition, because 
urban land limitations, many developers have expanded to invest in the 
immediate vicinity of downtown as the Thu Duc district, district 9, district 2, Tan 
Binh because of abundant land resources. 
In the Binh Thanh and Go Vap district, several apartment projects have been 
developed now because funds of land are running out and apartment are 
offered at between 15 million to 30 million per sqm so customers could accept 
them. (CBRE, 2011). 
Developers should be at aiming between 15 million to 30 million m2 so 
consumers can accept. (CBRE, 2010). 
Projects in the center due to high land prices and construction costs are greater. 
Developers have to bank loans with high interest rates pushed up prices. With 
the market situation is difficult to decline to sell the project at the central districts 
to achieve the desired profit. (vnbatdongsan, 2011). 
Developers do not develop projects in District 7 and Nha Be because the funds 
of land ran out. The developers exploited this position three years ago. There is 
high competitive pressure because of the abundant supply, with 65 projects 
suppling 28,000 units for these districts. (CBRE, 2011). 
Commentary provision: 
In 2012, a large supply of real estate will be brought to the market. Nearly 50 
percent of project land and 35 percent of the apartment project have bee 
developed in the vicinity districts like District 2 and 9, Thu Duc scaled from 100 
units to 600 units. Most of the projects expected to be sold at prices below 18 
million per sqm, and from 18 million to 30 million VND per sqm. 
The projects that are located in the densely populated district are also growing  
in the district Binh Thanh, Go Vap, Binh Tan, District 6, District 7 and Nha Be. 
Mostly apartment model is developed. 
Few of developers to do business with projects in the center downtown as well 
as luxury apartment segment in 2012. 
70 
 
Compared to the previous time period of booming apartment in District 10, 11, 
Tan Binh, Tan Phu, the next period will be slowed down because of huge 
supplied resources. 
Projects in District 12 and Cu Chi have small population and the developers 
think that there are no factors that impact to increase prices so that investment 
will not be effective. 
4.2.1.2 Analysis of the factors of the macro-environment can affect 
supplied resources: 
The current survey data give the result above but there are many factors that 
can affect the contruction process. We must analyze the factors that may affect 
the supplied resources in the future and why developers choose to develop that 
project model and if there are any factors can alter the investment decision in 
the real estate industry. 
As analyzed in the Chapter 2 and the elements from PESTEL, the period from 
now to the end of 2012, political factors will not affect the real estate industry. 
Therefore, in the questionnaire survey, the authors only survey factors related 
to economic, social, environment, law and technology. 
On these issues, the data obtained from the respondents answered the 
questions included in the question 8, Question 9, question 10, question 11 and 
question 13. 
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Question 8: If it is your intention to invest in property within the next year, 
What factors would prevent or change your intentions? 
Figure 32 The external factor impact on provisions 
 
It is difficult to predict correctly the change of macro factors on the Viet Nam 
and the world, so most developers decided to invest in projects based on the 
situation of the real estate market. Sometimes there are some unexpected 
changing factors, and developers need to be sensitive with information to make 
appropriated decisions. 
Question 9 What are the conditions/changes of macroeconomic can 
affect your decision to invest in real estate for your company? 
Figure 33 The macroeconomic affect the provisions 
 
Investment decisions of developers have been affected by the factors of the 
macro economy. The ranking of the factors of the macro economy is dependent 
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on its influence and its importance to investment decisions: interest rate is the 
most important factor developers have concern about, followed by the rate of 
inflation of the economy, then the stock market, followed by the gold market and 
finally the foreign exchange rates. 
According to the results obtained from Semi-structured interview of question 3: 
The macro-economic is affecting an increase in interest rates, a decline in the 
stock market, inflation, and fluctuation in the gold market. How will these factors 
impact on your company project? 
Based on analysis of macro factors affecting the real estate market in the 2.2.5 
can understand the impact the real estate industry. However, this analysis will 
review the roles of these factors to invested decisions of developers. 
Because the majority of developers use bank loans for developing the project. If 
interest rate changes that will affect the effective of bank loans and affect the 
project's IRR. 
Next, Vietrees (2011) stated that the issue of inflation. In the last period, 
Vietnam goverment is not good at controling of inflation of the economy, the 
prices of goods have been increased that means Vietnam dong have been 
decreased its value. Therefore, the developers who are interested in this issue 
can still contribute a reasonable price if they have signed a fixed price contract 
with suppliers or have had an inventory of materials. The action is intended to 
reduce risk and maximize business profitability. 
Vietnam's stock market is in downfall. VnIndex in the last period is expressed 
as follows 
 
 
 
 
 
 
 
 
 
 
73 
 
Figure 34 VnINDEX 2011 
 
 
Source: SBSC (2011) 
The current VnIndex stage is under the 500, so the developers will focus on 
building projects because they do not want to invest in the stock market. 
Besides, the capital of the residential will pour more into the real estate. 
Gold market does not affect the real estate market but it will be another 
investment channel. See analysis in section 2.2.5 
The foreign exchange market will influence foreign developers if the selling 
price is in Vietnamese currency or Vietnamese investor sign the contruction 
contract by foreign curency or import material. See analysis section 2.2.5. 
Question 10  What are the conditions/changes of real estate legal 
can affect your decision to lauch projects? 
Figure 35 Legals influence on provisions 
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The factors of law can affect the real estate market as business model, 
business time and profitability of the developers. 
The rank of the important of laws is shown the influence of laws to the market 
from the most important to least important: developers are interested in the laws 
on capital mobilization, followed by transfer of land use tax, then the income tax, 
followed by the form of S & P contract and finally is time to have the ownership. 
As analyzed in section 2.2.4, stage of 2010 has launched many new laws that 
affect the market.  
• Question 4 of The semi-structered interview: In recent years, the 
government has issued the decree to control the real estate market. How will 
the legal issues influence on your company’s project? 
The capital mobilization has a negative influence to the developers. They could 
not get the capital from the customers.  Bank loan is not an option due to high 
interest rate.  Lack of capital delays the completion of the project. 
In transfer of land use tax relevant decree 69/2010/ND-CP of this law (Article 
11) (MOC, 2010) as it relates to the cost and profit of the product. Because the 
price can't be increased and the cost of the project is high, therefore a lot of 
developers lost money. (Savills, 2010) 
According to MOJ (2011), personal income tax shall be under 12 / 2011/TT-
BTC to amend some articles of Circular dated 11.01.2010 has prescribed 
02/2010/TT-BTC more about the rate of individual income tax upon the transfer 
of real estate. Customers are concerned, therefore cant sell a lot and it lead to 
decline in the market.  
The regulation of S & P contract was made difficult market transactions. 
Customers not able to sell or to transfer the contract, therefore less likely to buy 
property. 
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Question 11  When investing in a real estate project, your company 
interested in what services/facilities? 
Figure 36 Expected facilities of project 
 
Related technologies, issues of culture and society, developers also focused on 
investing facilities to serve the needs and the demands of residents. 
Developers assess the importance of each issue as follows: Interested in 
investing near Shopping Centers, followed by health care, followed by 
entertainment, food courts and then finally is beauty care. 
Question 5 of semi-structured interview:  Is it necessary to build up the facilities 
in those projects? Why?  
According to the results from semi-structured interview: 
In recent years, the project will build internal facility with multiple functions. 
Developers focused on developing utilities and functions which include 
providing adequate facilities for customers. Besides they are creating 
competitive advantages for the project compared to other projects. This factor is 
also a good point would attract customers. 
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Question 13  In investing projects, what kind of factors of urban 
programming do your company attach? 
Figure 37 The environment factor impacts on provisions 
 
Traffic
15% Good location
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The factors relating to the environment, developers are also interested in 
investing in infrastructure, transportation issues, about 5 percent of developers 
are interested in the location and environment. 60 percent of investor interest in 
all matters. 
Environmental factors may create additional value for the project. As the project 
of Phu My Hung (PMH) was a good investment on the infrastructure and 
nvironment so the PMH project was sold out immediately after had been 
launched. (PMH, 2010) showed that PMH has become the most prominent 
urban center in HCM City for 10 years. It can be said that the environment 
factors of PMH project is the core success factors for PMH. 
4.2.1.3 Commentary 
During the period in 2011, the macro-economy of Vietnam is very bad and the 
real estate market in Vietnam with an abundant supplied resources made 
developers are not willing to develop projects in 2012. 
For developers to launch projects in 2012 were conservative and develop 
projects with their strengh and making use of the project land and cheap 
apartments. 
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If any factor of the laws for better macro changes will alter the supply into better 
quality. 
4.2.2 Finding the demands of customers: 
4.2.2.1 Analysis of customer demands for housing market: 
Questions to find answers to this section including Question 1, Question 2, 
Question 3, Question 5, Question 6. 
Question 1: When choosing to purchase a real estate property in the 
following categories, which type of property do you prefer?  
Figure 38 The demand of type of housing 
 
Of the 300 respondents, over 45 percent choose to purchase the land, 33 
percent choose to buy the single home, about 19 percent of customers choose 
to buy residential apartments and only 3 percent of customers choose 
apartment for rent. 
Question 1 of Semi-structured interview: What kind of residential markets will 
you purchase? Why will you purchase that type?  
Respondents chosen to invest in the model above because: 
Currently there is not much market for new land projects. Most of the lands 
products are selling in the market are the transfer products of other customers. 
In addition, customers interested in purchasing land and single home because 
customers want to own the property forever and leave it to their children. If 
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customers buy land to build a house or single house, customers can design and 
decorate the house according to their interests. The old houses can be rebuilt or 
upgraded suit to the purpose. In Vietnamese culture, living in single house, 
Vietnamese could celebrate family reunion or invite friend to visit home easily. 
However, many customers are interested in buying apartments with the flexible 
terms of payment. The money to buy apartments is less than to buy land and 
build houses on that land. Living in the apartments are safer and having more 
ultilities than in single house. The trend of living in the apartment is becoming a 
modern style living of the young people nowadays. 
Leasing apartment segment also based on those objectives mentioned above. 
The customers use spare money to buy an apartment for leasing or for using 
sometimes. However, there are few of customers like that. 
Question 2: How much per square meter are you willing to pay for the real 
estate property? 
Figure 39 Demand of purshasing prices 
 
This also appropriate to the supply and real demand of real estate nowaday. 
The average Vietnamese income also contributed to explain and justify the 
selection for the price under 18million per sqm accounted for 61 percent of 
customers purchased real estate. 
Question 2 of semi-structured interview: Why does the mid-end housing attract 
you?  
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For most developers, they invest in segment that has potential customers and 
has high liquidity.  Mid – end segment meets the demand of the majority of 
customers so investment in this segment means the invested capital could get 
back soon provide a return. 
If the property has had price-ascending increasing, it will limit its customers that 
bought for living or investing. 
Especially in the current economic period of economy that is dealing with 
difficulties, only those customers, who have high and stable financial condition, 
would like to own the luxury property with superior style and also want to 
express themselves on a scale of Maslow needs. 
Question 3: Would your preference be to purchase real estate? 
Figure 40 Customers prefer areas of housing 
 
In demographics, Vietnam is encouraging a family should have only 1 or 2 
children. To meet the needs for a family of 2 parents and 2 young children, the 
house has two bedrooms, living room, kitchen and toilet is appropriate. 
Therefore, the housing area ranging from 50 m2 to 120 m2 is reasonable. 
Regarding investment, residential area of 50 m2 and 120 m2 with a low total 
attract developers because, as analyzed in question 3, the low total meet the 
demands of the major of buyers and have a higher capital recovery. 
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Question 5: Number of properties that you are planning to buy 
Figure 41 Number of properties that respondents are planning to buy 
 
Vietnam's economy is facing the difficulty is high inflation, the stock market lost 
liquidity. While interest rates are high but difficult to compensate for inflation. 
Therefore, people with spare money tend to invest in gold or real estate to 
preserve the value of their currencies. Therefore, the number of customers 
buying one property to preserve value for currency is 70 percent. The financial 
leverage has been used to invest in real estate in 2007 are no longer preferred. 
Question 6: The location of real estate that you are interested in buying 
Figure 42 The location wheret respondents are interested in buying 
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For real estate location, 29 percent of customers choose to buy real estate in 
District 2, 9 and Thu Duc. 15 percent of customers choose to buy real estate in 
Binh Thanh and Go Vap district. Next is 14 percent of customers choose to buy 
real estate in District 7 and Nha Be. 13 percent of customers choose to buy at 
12 and Cu Chi District. Real Estate in District 5, 8 and Binh Chanh has 11 
percent of customer care. Only 5 percent of customers are interested in 
purchasing real estate in the District 1, 3, 4 and 3 percent of customers are 
interested in purchasing real estate in District 6, Tan Binh 
Question 3 of semi-structured interview: Why do you care about the real estate 
in that area? 
Real Estate in District 2, 9 and Thu Duc are the most interested by 29 percent 
of customers because they are not too far from the center of Ho Chi Minh City, 
10 - 20 minutes by car. Moreover, the transportation projects are implemented 
here as the East-West Highway, Highway Saigon - Dau Giay, or the Thu Thiem 
Tunnel, Phu My Bridge completed a major impact on the real estate market 
area, thus apartment prices soar. District 2 and District 9 connected to the city 
center through the Hanoi Highway and Thu Thiem. Convenient transportation is 
a factor as well as land and house prices rising at these location. (GDLA, 2011). 
Customers are interested in purchasing real estate in Binh Thanh, Go Vap 
these areas because land prices are still within the ability of consumer 
customers. 
Forecasting the demand for real estate, the low end apartments will rise in 2010 
and for the next three years 
Figure 43 The total of demands for apartments in 2010 and 2011 
 Source: VietRees (2010) 
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Areas such as District 7, Nha Be, Cu Chi, District 12 was also concerned 
because the land transfer and land price are much cheaper than downtown. 
They may buy them for long term investment for the next few years. 
Commentary: 
For market demand for real estate in 2012, customers interested in purchasing 
land for projects and single home has an area smaller than 129 sqm at a price 
below 18 million per sqm in the vicinity of the east area of HCM City as District 
2, 9 and Thu Duc. 
With the macro conditions are not being favorable so the high valued real 
estate, large areas near the center of downtown are of less interest to 
customers. 
The apartments segment has not been as popular as in previous years. 
The leasing apartment segment is not currently of interest to customers. 
Maybe this is the new trend so it does not have so many customers 
4.2.2.2 Analysis and evaluation of external factors influence on 
demands of residential market 
The data above is just the survey results at the moment. Customer demands 
may change by the interaction of many factors including factors such as macro-
economic, cultural, social, environmental, technology and law related to real 
estate. It is important to understand why customers choose which real estate for 
investing. 
On these issues, the data obtained from the respondents answered the 
questions included in the question 7, Question 8 and question 9, question 11. 
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Question 7 What elements of change in macro economy can affect your 
decision to invest in real estate property? 
Figure 44 Ranking of the macro-economic impact on customer demand 
 
The customers's investment in the real estate market is affected by 
macroeconomic factors. Customers pay much attention to interest rates, 
followed by inflation of the economy, followed by the gold market, then the 
foreign exchange rate and finally the stock market. 
As analyzed in section 2.2.5 can provide an understanding of  the impact of 
macroeconomic factors to the real estate market. This analysis clarifies more 
why customers are concerned the macro factors as the result of figure 33 
Question 4 of semi-structured interview: The macro-economic is affecting 
an increase in interest rates, a decline in the stock market, inflation, and 
fluctuation in the gold market. How will these factors impact on your 
demand in real estate?  
In Vietnam, the interest rates have been so high, interest rate of saving is 14 
percent and interest rate of mortgage is 22 percent. If interest rate of saving is 
higher than ROI, customers will save money in banks. 
In 2010, inflation in Vietnam (11.75 percent) higher than interest rates (11 
percent in 2010) and higher GDP growth (6.6 percent) so cash will decrease its 
value. Inflation of Vietnam in the first 4 months has increased by over 10 
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percent. Under these circumstances, customers will be very careful in the use of 
capital. They can save money in a bank, or lending or purchase of real estate to 
raise the efficiency of capital use. 
Gold market in Vietnam is rather exciting; more people are saving money in 
gold instead of keeping USD or buy real estate. In the past two years, 
customers who invest in gold would get more profitable than invest in real 
estate or other financial channels. Gold per year increased by at least 30 
percent. If the gold market will continue to increase, there are no customers to 
invest in real estate in the future. 
Similar to the gold market, foreign exchange rates increased continuously. The 
government has given the tools, laws to limit people to invest in foreign 
exchange. Besides, many projects in Vietnam are often listed in USD, when the 
exchange rate volatility increases, making the total value increases. People 
have to pay more to buy property there. Developers will not pay much attention 
to the projects listed in U.S. dollars as the previous time. 
In this period, the stock market falldown (see figure 34), if stock market can 
recover, it will attract more customers to invest in this market. 
Question 8 When there is a change in business law or real estate law, 
what aspect of the law influences your decision on buying the property? 
Figure 45 Ranking of legal impact on customer decision 
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Question 5 of semi-structured interview: In recent years, the government has 
issued the decree to control the real estate market. How will the legal issues 
influence on your demand of residential market? 
Purchasing decisions of customers are influenced by the laws in the real estate 
industry. 
In the laws regulating such matters, the customer is interested in tax law on 
transfer of land use most, followed by income tax, capital mobilization is next, 
then the time to have the ownership and then to a form of S & P contract. 
Customers interested in transfer of land use tax as it relates to the cost of the 
product. If taxes were higher, it would push up prices.  Relevant decree 
69/2010/ND-CP of this law (Article 11) (MOC, 2010). In recent years there 
occurred a project related to the Phu My Hung (2010) affect the real estate 
buying psychology of many people. 
According to MOJ (2011), personal income tax shall be under 12 / 2011/TT-
BTC to amend some articles of Circular dated 11.01.2010 has prescribed 
02/2010/TT-BTC more about the rate of income tax upon the transfer of real 
estate. The income taxes affect the return on investment, so customers always 
interested in these regulations. 
The mobilization has a positive and negative to the market. However, 
customers want strict laws because they will be better for customers when 
buying a home. Help customers avoid the scam companies mobilized capital for 
different purpose. 
Form of S & P contract model is also important because there are laws 
regulating the form has right to transfer in a short time. If not, property has to 
leave many years to be resold. 
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Question 9 When deciding to buy a property, what facilities interested you? 
Figure 46 Ranking of facilities impact customer decision 
 
 
 
 
 
 
 
 
Regarding socio-cultural factors and technology also affect the decision to buy 
real estate clients. Customers interested in the project had shopping Centers, 
followed by health care, followed by entertainment, food courts and then finally, 
beauty care. 
Vietnam culture associated with the market precinct. Therefore, the 
neighborhood near shopping Centers can meet the basic demands of human 
are food, clothing. So the shopping mall is an extra value for residential area  
Question 11 When deciding to buy a property, what factors relating to 
planning interested you? 
Figure 47 Percentages of customers interested in each type of facilities and 
environments. 
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The environmental factor is also an important part of purchasing decisions of 
customers. 50 percent of customers choose to buy the project near 
supermarkets, shopping centers, 26 percent of customers choose to buy the 
project near the river and park; 16 percent of customers choose to buy the 
project near the main street and only a select few customers projects near 
hospitals and schools. 
Similar analysis in the Figure 47  
4.2.2.3 Commentary 
In the present stage, there are many factors affecting the real estate market 
which affect the property demand. 
Customers only interested in purchasing land, the single price below 18 million 
per sqm or mid-end apartment. These products have quick liquidity, long term 
ownership with low risk. 
Any other financial investment channels more effectively to attract customers to 
invest in it. 
Demand will increase if the macro economy Vietnam alters the better direction 
of interest rate and inflation rate in Vietnam. 
Reduce the rate of transfer tax and income tax pay will attract more customers. 
4.2.3 Commentary of findings objective 1: 
Under the impact of intense and heavy macro-economy and the strict rules of 
law, the trend in 2012 real estate market in HCM City in 2012 is not 
encouraging. However, there are still opportunities for developers and 
customers if they focus on: 
Investment in land and housing projects alone in Thu Duc District 2, District 9 
under 18 million VND per sqm will achieve high efficiency for both developers 
and customers. 
The mid-end apartment segment in the Go Vap district, Binh Thanh district 
under 18 million VND per sqm price will grow well because both supply and 
demand meet. 
Looking for a different property type in HCM City develop in the coming period. 
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4.3  Finding objective 2: To critically review the nature or source of 
competitors. 
In this section we will apply the model of Michael Porter's five forces to Critically 
revew the nature or source of Competitors 
4.3.1 Bargaining Power of suppliers: 
For the construction industry and real estate business, in the current market has 
many suppliers of materials, construction, pile pressing, .To get a contract 
agreed with the company, the supplier must compete on price and quality. 
Therefore the company will seek to find suppliers of services as well as 
materials with the best price. Competition from other suppliers will give the 
company the product and service quality withthe most cost-effective option. 
4.3.2 Bargaining Power of Buyers 
Currently, the real estate market is very slow, but not without trade. The number 
of customers visiting the project and asking for information has been raised 
steady. Ferreira and Sirmans (1995) argued that sometimes to purchase at a 
discounted price, a customer needs or requires more services than those who 
buy in advance. In order not to lose customers, the company agreed to reduce 
prices further. This affects prices and profits on the products. 
Figure 48 The factors that customers consider when buying property 
 
Customers care of profitability and price when buying products created pressure 
for developers to sell at reasonable prices, competition with other rivals. 
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4.3.3 Threat of new entrants 
With the development of the real estate industry and Vietnam joining the WTO 
(WTO, 2006) and as a consequence in the near future there will be many small 
and large projects to commence and provide opportunities in 
Vietnam.(Vccinews, 2010). There are many companies and investment funds 
ready to purchase land for project development and then can be sold for 
substantial profit when the market conditions are favorable. In this phase, the 
project needs to be provided at a lower price than the previous project. 
Therefore, to ensure the company performs well, the output needs to allow for 
sales at a reasonably competitive price to ensure the project provides an 
efficient investment rate of return. 
Throughout the years, many developers have set up development projects and 
have waited for the appropriate time to launch the project to market. CBRE 
(2010) showed that number of apartment units now number more than 20,000 
apartments, but the segment is thought to have capacity for more than 50,000 
apartments.  And there will be over 600 hectares of land located in suburban of 
HCM City. There are projects in design, but have not yet officially introduced on 
the market. 
4.3.4 Treat of substitute products or services 
Real estate has many types such as apartments, land, individual houses, villas. 
The main types are also substitutes for each other. 
Besides, the economy is not stable.  Investing in real estate is not always 
attractive for customers. Should they invest in stocks, savings bank and 
expanding business. 
This is a big issue and customers do not always have sufficient confidence in 
the market, the opportunity is not considered sufficient for the customer to 
choose and causes them to seek safer solutions with more potential profit from 
capital invested (Evans,1995; Ferreira and Sirmans ,1995 and Clayton, 1998). 
4.3.5  Industry competitors 
Real estate market decline because there are many companies develop 
projects but a few customers invest. The price of project just launched is lower 
than previous project. 
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The internal competition has happened in the same segment in HCMC. Then 
compete with products on the HCMC market in different segment. Besides 
compete with other projects in other provinces in Vietnam. 
4.3.5.1 The land projects: 
Savills (2011) showed that the villas and townhouses market is expected to 
develop approximately 600 hectares and it is planned to build villas and 
townhouses in the next few years. The villas and townhouses in the future are 
planned mainly in suburban areas like District 9, Tan Phu, Binh Chanh and Binh 
Tan. 
Savills (2011) showed that for this price segment array, the primary market 
varies between 920 USD - 4000 USD per sqm. 
The vicinity of center district such as 2,7,9 and Binh Chanh District have many 
projects in infrastructure development, is an area has infrastructure develop 
fast, has convenient transport connections to the metros. Savills estimates that 
this area is approximately 164 projects with approximately 55,000 lands are 
trading in the market. 
Because many developers are focusing on land projects in the vicinity of center 
districts, so the next time the land project in this market will also competitive. 
GSO (2011) showed, in the year of 2020, the total area of housing demand 
across the country is over 2 billion sqm. Each year, there is a need to build an 
additional 100 million sqm of housing. Demand continues to grow and there is 
a good opportunity to develop the real estate market. 
Real estate will have many oppoturnities in next year because of the big supply 
meets the huge demand. 
4.3.5.2 Apartment Market 
According to CBRE (2011), the market has about 86,818 apartments that are 
currently being offered for sale. And there are over 600 hectares of urban land 
available for development. The current occupancy rate of available apartments 
is 26.5 percent. The supply outstrips customer demands. In some companies 
have already handed over the projects but occupancy rates in residential 
projects is not high, and are mainly rented by foreigners. 
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According to Savill (2010), there are 55 condominium projects in HCM city, 
offering 20,818 units to the market, nearly twice as much in 2009. 
Figure 49 Number of apartments in HCMC from 2004 to 2011 
Units 
 
Year 
         Source: CBRE (2011) 
The figure 49 above showed that the number of apartments increased after 
2004. Specifically, in 2010, except new provisions, nearly 60,000 more 
apartments existed than in previous years, so a large number of apartment 
sales on the secondary market is huge as expected. Therefore, there was a 
competition between these two markets for new projects launched in 2010. 
The total supply of apartments in the market in 2010 reached 20,818 units. Of 
which the high-end apartments are 4884 units, mid-end apartments are in 3074 
units and the low-end apartments are an average of 12,860 units. According to 
Savills, 79 new apartment projects will be launched within 2011. If project 
implementation is as expected it will nearly double the supply. The forecast is 
about 104,000 units expected to be completed in the period 2011 to 2013 and 
beyond.  
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Figure 50 Number of each segment of apartments are launch in the market 
 
  
 Source: CBRE (2011) 
GSO (2011) showed the total demand for apartments in HCM City in the period 
2010 to 2011 to be about 75,000 units. Compared to provision, market 
consumption is only about 50 percent of the apartments available, so the 
number of apartments that remained unsold in 2010 was more than 10,000 
apartments. 
Demand for apartments mainly from the segment of under 1.000USD per sqm. 
In that same apartment costs about  42,000 USD - 79,000 USD per unit, mainly 
on small area within a reasonable budget. This price is considered quite 
reasonable for people with stable income. Provision combined with increased 
demand adequate resources will certainly create excitement for the housing 
market. 
Figure 51 Average price of apartments  
Selling Price 
 
Source: CBRE (2010) 
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Price on the secondary market remained stable.  
Housing prices are too high compared with people's income and level of 
economic development, far exceeding the value of real estate.  
Where supply more than meets demand then this creates difficulties for project 
development. Many projects in the city have been launched, but sales have 
been slow, with too few customers available and those that are available are 
apprehensive to invest, which impacts on the profitability of the project.It also 
impacts adversely on the developers and to achieve the necessary sales 
developers have had to rely on more rigorous marketing activities and public 
relations. The main competition requires companies to have an enterprise 
business strategy, where marketing can be utilised to estimate the elements of 
competition and to highlight differences in the products and services available to 
try and ensure they can survive and grow. 
4.3.5.3 Serviced Apartments for rent 
CBRE (2010) suggested that the total supply of serviced apartments for rent in 
HCMC is now around about 60 projects producing 3200 units. It is forecasted 
that by 2011 about 1,200 more units are to be put into use at about 26 
USD/sqm/month rents. Estimated the apartment about 32 percent of Grade A, 
Grade B accounts for about 47 percent and Grade C approximately 21 percent. 
According to Vietnam Tourism (2011), they calculated in first nine months in 
2010 the number of foreign visitors to Vietnam will be about 3.7 million, an 
increase of 34.2 percent over the same period in 2009. The number of foreign 
visitors to Vietnam to work increased by 39.8 percent compared to the third 
quarter of 2009. 
The supply of serviced apartments mainly concentrated in about 51 percent 
District 1, about 13 percent, District 2 12 percent District 3, 12 percentDistrict 7 
and 22 percent other districts. 
The demand 
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Savills (2011) suggested that Rental price of grade A is about 30USD per sqm 
per month, the price of grade B is 25USD per sqm per month, the price of the 
grade C is about 15USD per sqm per month. 
Occupancy rates of grade A apartments that are managed according to 
international standards at around 90 percent and is expected to maintain this 
ratio. Occupancy rates of Grade B serviced apartments is now about 83 percent 
and Grade C will face more pressure by the competition of apartment buildings 
with higher quality. 
However, to build service apartment objects require good location, in the center 
of HCM city and capital recovery time will be slow so there are few developers 
have the ability to develop them. This segment requires the investor has a 
strong capital to develop it.  
• Commentary 
The projects in HCMC are competing during this period. The project would like 
to sell successfully forces to deal with demands on price, policy sales, the brand 
owner, profitability and product quality. 
Figure 52 The factors impact on customer decision making. 
 
Besides the competitors in HCM City, the investor must compete with projects 
in the provinces and provincial cities such as Long An, Dong Nai, Binh Duong, 
Vung Tau, Nha Trang, Ha Noi, Da Nang. (CBRE, 2011) 
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Real estate projects in defferent cities that have attracted a large customer in 
the HCM City invest. In addition, customers will have a comparison when 
deciding to invest in HCM City with those projects. (CBRE, 2011) 
To create a competitive advantage over rivals, developers will focus on brand 
building and business policies. 
Figure 53 Competitive advantage of project 
 
 
4.4    Finding objective 3: To analyse the demand for housing market 
based on consumer behavior 
Customer - behavior is influenced by four main factors: Cultural, social, 
personal, and psychological. All these factors are the basis factors that 
need to be addressed to enable customers to be effectively served.  
To learn purchasing behavior of customers, it is necessary to focus on the 
analysis: 
 
Biased cultural factors, social: question 1, 9, 11, 13 
Questions 1, 6, 9.11 analyized in section 4.2.2 above 
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Question 13: Deciding to purchase, lease a real estate property is 
influenced by 
Figure 54 Reference group 
 
Purchasing decision or lease property of customers affected by most of family 
opinion accounted for 61 percent and professionals is 20 percent. The rest are 
in turn reference group of Customers is 11 percent, 6 percent is from friends 
and colleagues is 3 percent. 
Family, including grandparents, parents, spouses will be the most influence to 
the decision to purchase real estate of customers. Family culture has been 
instilled into Vietnamese people. They will discuss with the family before 
deciding to buy real estate considered as major assets. 
Lack of information would reference professionals and sales consultant team. 
Groups of customers engage and create confidence and strength to the 
customer to make a decision on whether to buy property. 
Biased individual and psychology: question 3, question 6, question 9, question 
12, question 13, question 15 of questionnaires 
The question 3, question 6, question 11, question 13 we have analyzed above 
in section 4.2.2 
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Question 12: For the property with the same price, what factors attract 
you to choice to buy that real estate property? 
Figure 55 The factors of project attract customers 
 
All elements such as lead investor reputation, beautiful design, project scale 
and full  Furniture affects the real estate in purchasing decisions of customers. 
However, beautiful design and the reputation of a leading investor are 
concerned factors when deciding to buy real estate. 
These factors help clients have confidence to buy any projects. Customers who 
choose to purchase the project with these mentioned factors will feel 
sastifactory. On the other hand, the project has created the advantages in order 
to trade 
Question 15: The number of people that contribute capital with you to buy 
or rent the property 
Figure 56 The number of people purchase housing together 
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In the survey of capital, when buying real estate, up to 57 percent of 
respondents answer that contribute their capital by themselves and 35 percent 
contribute capital with at least 2 people, 5 percent with at least 3 people, 3 
percent with at least 4 people. 
That means customers still want to own property by themselves rather than co-
owned. 
Question 7 of semi-structured  interview : Do you usually buy real estate 
projects with someone? Why? 
Besides, if they do not have enough capital, they still want to co-operate to 
invest a property. 
Question 5 of sub-question part: Your goal of buying real estate property 
Figure 57 The goal of buying real estate 
 
Purpose of purchasing real estate for investment to sell is more than 48 
percent, 41 percent of customers buy for living and only 7 percent of customers 
buy for rent. Besides, there is 4 percent of customer buy for retail. 
Question 8 of semi-structured interview : What is your purpose to buy house? 
According to the results from semi-structured interview 
Although customers have housing demand, but the rate of investing is 
high because the majority of customers had housing. Most clients are so 
successful and have stable housing. Purpose of investing in real estate is 
for circulate capital to make benefit from real estate. Only the young 
customers whohave for example just got married, want to buy a house. 
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Commentary 
Customer demand for real estate market can change at any time. In this study, 
consumer trends survey of real estate in 2012 with the factors of the current 
macro obtained the following issues: 
Customers still want to own land and single home where they can meet basic 
living demand as food and clothing every day (near shopping mall). These 
projects are located in District 2, 9, Thu Duc. The majority of decision to 
purchase an area suitable for family needs 2 parents and 2 children (from 80 
sqm to 120 sqm) in next year. 
Customer shall consult with the family opinion, including grandparents, parents, 
and spouses in the decision to purchase a large asset as real estate. Besides 
the professionals in real estate industry may also affect the purchasing behavior 
of customers. 
Most customers want to buy real estate alone. There are a few customers 
interested in sharing with other partners. 
In addition, customers are interested in the prestige of the owner and design 
decisions when buying their property. 
The purpose of buying real estate investment customers is to sell (48 percent) 
and purchased for living (41 percent). 
4.5 Finding objective 4: To recommend a business model for real 
estate in HCM City 
To provide business models for companies in the real estate industry needs to 
determine which model effective in the first period and the trend of customers 
buying products from any place. 
According to research results from the project company established and then 
sold the project through various types of distribution channels such as the 
following: 
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Figure 58 The business model of companies 
 
To clarify the choice of business model, the following information obtained from 
semi-structured interview. 
Question 6 of semi-structured interview: Every developer chooses different 
effective business models for their projects.  In your opinion, which one is the 
best? Why? 
• Most companies choose sales channel is through many brokerage companies 
to sell at the same time. This is a B2C model, but developers sold along with 
several other sales representatives. This model in the last period the investor 
has many options like: 
o  BCCI company with urban projects, Binh Chanh. 
o  Van Phat Hung Company Lacasa apartment project. 
o  Hoang Anh Gia Lai Company with 3 projects such as Hoang Anh  
River view, Phu Hoang Anh, Giai Viet. 
o  SSG with projects such as Pearl Thao Dien, Sai Gon Pearl 
o Keppel Land with project Riviera Point 
Sales results of the investor did not reach the expected level because of the 
project information and the product was not consistent between companies, so 
customers do not feel convinced and therefore can not create the scarcity of 
channels sales so far this project is not finished despite launching sold for more 
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time from 1 year to 3 years. But developers still choose the channels for these 
reasons: 
o The product does not have a competitive advantage. 
o Large-scale projects, selling pressure in the short time so the 
investor need support from other sales agents. 
o Developers do not have enough sales team. Instead of investing 
the sales team, developers use sales agent to saving cost. 
o The company will exploit more sources of potential customers 
through the process using agents networks 
o Learn by the experience and strategic advice from the agents. 
•  The model was followed by a self-selected set up sales department. This 
is a B2C model from developers. Companies have chosen this model projects 
such as: 
o  Novaland JSC., with Sunrise City Project 
o  The company Keppel Land for the project Estella 
o  Phu My Hung company with over 10 land projects and apartments 
o  Company FutaLand New Pearl project 
o  Him Lam Co. with the Him Lam Te Canal 
o  Sacomreal company with projects Belleza 
Sales results of these projects are successful or not. This depends on the 
vision, leadership and capacity sales team in the company. Of course not ignore 
the factors of product 4P. Companies choose this model because: 
o These projects have a competitive advantage on product, location. 
o The company need to have sales team that can be strong enough 
to sell. 
o Have experience in selling real estate projects before. 
• The next business model has been selected as Sold to Investment firms. This 
is a B2B model. Developers trading options such as B2B 
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o  Futaland with project Era 
o  Kien A Co. with Blooming Park project 
o  Vincom Company with The Sun City project 
o  An Hai Co., with River Garden project. 
There are two options happen when the projects are sold with this model: option 
1 is sales extremely good, option 2 is could not sale. Developers sell the project 
selection model for B2B: 
o Developers sell the project because the business relationship with 
partners. 
o Developers need capital recovery get back soon so they should 
sell for less. 
o Want to focus resources on other projects. 
The model ultimately selected Exclusive by another company. As well as B2C 
model. This model is the company with the following projects: 
o  Him Lam with Him Lam River side project, Him Lam Nam Khanh 
distributed by Mega. 
o  Hoan Cau with cantavil Hoan Cau projects are distributed by 
Cushman walkerfiel. 
o  Tai Nguyen with Kenton projects are distributed by Colliers. 
o  Grand Capital Co., & Ben Thanh Sai Gon Land for luxury 
apartment projects are distributed by CBRE. 
The projects are selected to sell in this model also has two cases are not selling 
well and sell well. Developers choosing this model because: 
o No sales team at the company. No amount of potential customers 
available. 
o Want to resonate with the corporate brand well-known distributors 
and sales professionals. 
o No prior experience in selling new types of real estate. 
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Commentary 
Depending on market conditions, investor choose the appropriate 
business model. 
The companies choose sales model but without the understanding of the 
nature of the model can not provide absolute efficiency. 
Authors proposed business model for real estate companies is shown in 
the next section. 
 
4.6 Findings in SWOT framework 
Strengths:  
In the residential market, both demands and supplies meet the business point at 
the district 2, district 9 and district Thu Duc. 
The mid-end apartment segment in the Go Vap district, Binh Thanh district 
under 18 million VND per sqm price will grow well because both supply and 
demand meet. 
Regard to the prices, both the demand and supply meet at the price of lower 
than 18 million VND per sqm.  
The advantages of the facilities in the residential areas meet the needs and 
demands of shopping. 
 Weaknesses 
The application of business model by the developers have not brought the 
effective business 
The developers’ ignorance on the single – home market has lead to the 
shortage of this portion though the needs of customers in this section are rather 
high. As the findings, the demand of single-home is thirty-three per cent of the 
total demand of residential of the market.  
Opportunities:  
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From the analysis 2.2.5, the finalcial investment channels such as gold market, 
stock market, banking are less attractive in the marketplace. These phenomena 
create the competitive opportunity for the residential market (Savills, 2010).   
The designing, facilities, branding and materials have been awared to invest 
better quality by developers.  
Threats 
The influence of the legistration change on residential strongly affect to the 
demand and supply such as the capital mobilization, transfer tax of land use, 
individual income tax.  
The number of residential supplies in 2012 predictedly increasing remarkable 
influence the customers’ behaviour. The customers have variety options and 
comparitions on price. 
The macro-factors such as banking interest, inflation also affect to the 
marketplace. 
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Chapter 5 CONCLUSION AND RECOMMENDATION 
It is apparent that the findings of the research have illustrated a picture of 
residential marketplace in Ho Chi Minh city through the SWOT analysis. The 
opportunities and challenges of the market can be summaried as the key part of 
this paper.  
5.1 Conclusion and recommendation for objective 1: 
5.1.1 Conclusions: 
 The year of 2012 will remain a difficult year for real estate market, the 
Government have tried to slow down inflation. During this year, increased 
interest rates has become quite highly. Therefore, many people saved money in 
the bank. 
 Additionally, decree 69/2010/ND-CP, decree 71/2010/ND-CP (Article 9), 
Circular 13/2010/TT-NHNN, with those decrees were lead the market more 
transparently but also tightens the speculation for customers. (SMIC, 2010). 
 Bank interest rates remain high, with 14 percent of the interest rate for 
saving deposit and 22 percent  of the intereat rate for lending deposit. Thus, the 
real estate market is still in a lack of capital. The housing market in 2012 has 
become more oppressively with many provisions in HCM City. Real estate 
market is no longer attractive to many customers as the previous year, 
customers have a highly selective investment products. (Doanhnhan, 2011) 
 However, in 2012, there are some signs of recovery and strong back. 
Currently, the Government is determined to curb inflation, regulate the monetary 
policy . And expectations of next year, money will flow back to the market. On 
the other hand, during the past, the Government has issued many policies to 
regulate the real estate market. In the long time, these regulations will help 
develop transparently market, more sustainable. The administrative procedures 
in the field of real estate market is also increasingly been simplified, creating 
more favorable conditions for business. (VTC, 2011) 
 On the other hand, in 2012, real-estate market will thrive because the 
recent price of projects in HCM City was almost hit the bottom, the price of the 
properties was adjusted in line with real demand , with a tendency to focus 
primarily on demanding subject of low-end and mid-end housing. In addition, 
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many investment channels such as gold, foreign currency which was increased 
in the past while residential market wasnt increased. It will create opportunities 
for the growth of real estate industry. 
5.1.2 Recommedations for the residential market of business 
opportunities in 2012. 
 The developers and customers should invest into the land market and 
single home. Its areas are about 80 sqm to 120 sqm in District Thu Duc, District 
2, District 9 . The selling and purchasing price is under 18 million VND per sqm. 
The location of those projects locate in crowded places, it is better nearly 
markets or shopping mall. It will be achieved be highly effective for both 
developers and customers. 
 Futher, investing in apartment projects in the low-end and mid-end 
segment in the region such as Go Vap, Binh Thanh District with the selling and 
purchasing pice is under 18 million VND per sqm.  
 Developers should develop medium-scale projects to create scarcity in 
the market to ensure the effectiveness of increased price. 
 Developers with projects in other regions should make a policy sales with 
attractive price to attract new potential customers. 
 And best of all, though whatever the residential goes, if there are a good 
sales polices, an appropriate orientation, the developers will achieve this goal. 
5.2 Conclusions and recommedations of objective 2: 
5.2.1 Conclusions 
 During the period of instability macroeconomic, the market tends slowly.  
All of projects in HCM City projects are strongly competing: 
 The source of competition will make the company save construction 
costs. 
 Customers are required to buy products with cheap price, good quality. 
Customers bargain price or require the discount for them. 
 Vietnam joined the WTO and the country is attracting more foreign 
investment should be greater for foreign companies to invest in Vietnam real 
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estate market. Addtionally, companies in other industries as well as new 
projects yet will enter residential market. Thoese projects will be announced in 
the next few year. It will be a fierce market. CBRE (2010) showed that Expected 
in 2011, over 20,000 units will be lauched each year. 
 Residential market will be competed strongly because of the provision of 
more than 600 hectares of land, of more than 104,000 apartment units and of 
approximately 3,200 units of serviced apartments. 
 The less attractive of the real estate market has an opportunity for other 
financial markets, other sectors such as the gold market, stock market, banking, 
or business expansion. 
5.2.2 Recommendations for enhancing competitive advantage for 
companies in the real estate industry. 
This is the results of semi-structured interview 
Question 7: What will your company implement to create a competitive 
advantage for the real estate business in the next year? 
 To create a competitive advantage, developers should focus on branding 
and business policies. 
 Focus on human resource development and enterprise functions. 
 Analysis of investment effective and risk before deciding to invest into the 
residential market. 
 Need to conduct well on R & D to create a either distinct or unique 
products. 
 Attention to environmental factors and infrastructure of the project. The 
project has good infrastructure and environment will be easy to compete. 
 Implement the commitment on construction progress and quality of 
products. 
Recruiting a good leader with good vision and innovative ideas. 
5.3 Conclusions and recommedations of objective 2: 
5.3.1 Conclusions: 
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 Customers’ demands for residential market changeable any time. In this 
research, survey  for contomers’ demands of real estate in 2012 with the 
elements of the current macro environment obtained the following issues: 
 Customers still want to own land and single home near where can meet 
basic living needs  such as food every day (near shopping mall). These projects 
are located in District 2, 9, Thu Duc. In a majority decision to purchase housing 
with suitable areas for four people in the family (House areas are from 80 sqm 
to 120 sqm). 
 Customers will be consulted by family, including grandparents, parents 
and spouses in decision making to purchase a large asset. Addtionally,  experts 
of real estate industry also can affect the purchasing behavior of customers. 
 Most customers want to buy real estate alone. There are over 35 percent 
of customers whom contribute capital jointly with other. 
In addition, customers paid attention to the prestige of the owner and pay 
attention to the design in buying their property. 
 The purpose of housing demand of customers is 48 percent in 
speculation and 41 percent for resident. 
5.3.2 Recommedation for the demands of customers on the housing 
market. 
 Designing properties with a small area type to increase affordability and 
liquidity of customers. 
 Project design need to pay attention to VietNamese cultural: bedroom or 
WC layouts base on feng shui. There must be places of worship in the design of 
a house. 
 Developing commercial centers or supermarkets inside of porjects with 
appropriate scale to the scale of the project.  In addition, further investment in 
public facilities for the children and the elderly are needed. 
 Procedures for granting housing ownership must be done quickly and 
accurately. 
 Extra developing in infrastructure, transport and community facilities in 
the suburban. 
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 Implementing customer care to get intimacy and empathy. 
 Need to have orientation on market development in the suburbs on 
newspaper to customer. 
5.4 Conclusion and recommendation for the business models of real 
estate companies 
5.4.1 Conclusions: 
 Last time, developers operated with two models of distribution are B2B 
and B2C: 
 These projects have a competitive advantage of location, product. They 
usually set up sales department. This is a B2C model. The product was sold 
directly from the developers. 
 The large-scale projects or were unsuccessfully sold projects in the 
previous period . Those projects need to be raised capital shortly . Thus , the 
developer sell them with other agents. This is a B2C model, but through a lot of 
sales representative. 
 Developers did not have experience in real estate sector or did not have 
experience in selling real estate products, they chosen to assign a unit for 
exclusive rights to distribute (applied in B2C model). 
 These developers need capital urgently or inability to implement the 
projects selected B2B model. 
5.4.2 Recommendations for objective 4: 
 Chosing business model is extremely important to the real estate 
company because all sales strategies should be consistent with business 
model. There is no an absolutely perfect model for real estate company. 
Chosing business model must be suitable to market performance and source of 
the company. In the current period , the author recommend the business model 
to companies as follows: 
 Firstly, for projects that have a competitive advantage in the location, 
should combine B2B and B2C. To create the effect of this combination, there 
must be two business policies and two different timing of lauching. Making 
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wholesale prices and sell for other companies to buy wholesale first, then 
implementing of retail price policies for customers by sales staff of developer. 
Choosing this model should be able to build a good price with good discount 
policies to attract other companies. Then the companies will jointly launch 
wholesale products to the market with the remaining products of the developer. 
 Secondly, If the developer does not have the performance or a good 
leader, they should not set up sales offices. They should assign to unit with 
exclusive distributor (B2C model). Need to find out the capacity and 
commitment their performance. 
 Finally, if developer has a good leadership, has excellent sales team, 
they should set up sales department (B2C model). By this way, the developer 
will be easier to build a brand name. 
5.5  Determining the competive strategy for developers 
After analyzing the impact of macro-economic, social and environment factors 
to the real estate market in Section 2.2 and Section 2.3, need to find out the 
strengths and weaknesses for the property sector as follows . 
From the weaknesses and strengths of the real estate sector and based on 
critically review in section 2.7 and the finding os SWOT in section 4.6, the 
author suggested competitive strategies for developer based on Value Chain 
model. 
The main activities of the Value Chain model: 
Inbound logictics 
 Developing the well-priced projects in suburban areas such as in District 
2, 9, Thu Duc to catch a wave of investment in this area. 
 Development of apartment projects for the loe-end and mid-end products 
in District Binh Thanh and Go Vap with scale of each project under 500 units. 
 Business investment in the single home market in HCM City. 
Operation activities:  
 Cooperting with pretigous infrastructure and contruction contructors.  
111 
 
 Implementation of power management products from inbound activities 
and outbound activities on the enterprise planning resource (ERP) system. 
Outbound logistics: 
 Looking for more business partners to develop B2B model. 
 Combination of B2B and B2C model to create effective sales acitvies for 
the project. 
 The prestigious agents have chosen to incorporate as B2C model. 
 Considering C2C model (customer introduce to new customers). 
Conducting this way can save marketing costs. 
 Need to build house models. It is convenient to customer in purchasing 
products. 
It is convenient to customers to conduct online transactions. 
Sales and Marketing activities:  
Sales activies: 
 To establish the sales strategy in long term and control sales plan in 
each period. 
 Flexible and professional in sales activities. 
 Research the Selling and Purchasing (S&P) contract with goals of 
reducing the individual income tax and increasing the flexibility of contract 
transfer.  
 Software applications to perform business office procedures. 
Marketing: 
 Implement aggressive marketing ideas to attract new customers. 
 Implementing e-marketing and online public relationship (PR) to attract 
new customers and build the brand of project and company. (Jim, 2008) 
 Professional Website design and POSM to make a good impression 
about the product to the customer. (Chaffey et al, 2006) 
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 Development sms marketing support sales department to develop new 
customers.(Chaffey et al, 2006) 
Service activities 
 Chaffey and Smith (2008) suggested that Is is convenient and 
professional to customer care activities in applicating of e-CRM. 
 Develop SMS (send message) marketing to conduct customer care. 
 Setting up the customer care department to maintain loyalty customers. 
These support activities: 
Infrastructure activities:  
 Infrastructure investment fully modern. 
Human Resource Management: 
 Recruitment and training of good and professional staff. (Breadwell et al , 
2004) 
 Breadwell, et al (2004) suggested that need to stable staff from manager 
to employees to have consistency in implementation strategies and do not take 
time and training costs. 
 Constantly improving the skills and knowledge for all straff. 
Technology acitvities: 
 Slack, et al (2004) suggested that ERP applications (Enterprise 
Resource Planning) in the company management to save time and 
reduce the workload for other parts. 
 VPM applications (Vitual Private Networks) in the local internet 
connection to share information and documents between different office. 
Procurement acitivities: 
 Implementation of the fixed contract price of supplies and services to 
reduce risk. 
 Regularly updated price information or samples of materials to get the 
good services and supplies  
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5.6 Limitation of research 
Because this dissertation is done in the short time, thus, have not applied to 
experience and various theories. In addiition, the sample size is not large 
enough to make the statistics for the whole market. 
This research conducted with a number of types of real estate. It has not reach 
whole market such as to as office buildings or retail markets. Therefore, it is 
impossible to obtain accurate generalizations about the orientation of the 
develpers in choosing the type of investment. In objective 3 only find out a small 
part of consumer behavior so it is not enough to understand the consumer 
behavior impact of customer demand for real estate market. 
5.7 Future research: 
The research topics have important implications in terms of practicality. It 
provides an overview of the real estate industry in HCM City. Dissertation 
targeted to real estate companies, a growing and becoming very hot industry in 
the recent years. Dissertation provide the real estate industry a comprehensive 
picture of the real estate market and recommend some solutions to improve 
competitiveness in the real estate industry  based on the Value Chain model.  
This dissertation can be extended in the future research "The challenge for real 
estate companies in the application of e-bussiness in the future" 
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APPENDICES 
Appendice 1: Survey for provisions of residential market in Ho Chi Minh City 
 
 
SURVEY FOR PROVISIONS OF RESIDENTIAL MARKET  
IN HO CHI MINH CITY 
I am conducting a market research exercise as part of a study group via Bolton University. The purpose of 
this exercise is to gain an understanding of the Ho Chi Minh real estate market, based upon clients 
demands and requirements. Having established this, it is then intended to use this data to assist in 
developing a strategy for investment in the real estate market to meet those demands. For implementation 
by 2012. 
Your input is vital to the success of this exercise and I would be grateful if you would take 5 minutes to 
complete and return. Many thanks. 
I.  Filter question         
1 Next year, is your company going to develop property projects for business purpose in HCMC? 
  
   a  Yes         Please go to the main questions section. 
                         
   b  No         Please go the second question  
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 2  Does your company invest in real estate for:  
  
    
  a  To let to others  Please go to the main questions section.  
                           
  b  Its own use  Thank you! Please stop here!    
    
II The main question:   
1 What kind of property projects will your company develop? (Please choose only one input) 
                       
  a Land projects c Serviced Apartments e Other:   
                         
  b Apartments or condominiums d Urban         
                
2 With those projects, how much is it per sqm in VND? (Please choose only one input) 
  a Below 18 million VND  c From 30 up to 40 million VND e Above 50 million VND 
                    
                       
  b From 18 up to 30 million VND d From 40 up to 50 million VND     
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3 How many total areas of those projects will your company develop? (Please choose only one input) 
                         
  a Below 2 hectas c 10 hectas - 30 hectas e Other: 
                       
  b 2 hectars up to 10 hectas d 30 hectas - 50 hectas       
                       
4 How much capital will your company invest into the property in 2012? (Please choose only one input) 
  a Below 500 billions VND c 1000 bils - 5000 bils e Other: 
                       
  b 500 bils - 1000 bils d 5000 bils-10000 bils       
  
5 How many projects will your company develop in 2012? (Please choose only one input) 
                       
  a one c three-five e Other: 
                       
  b two d six-eight       
             
                       
117 
 
6 How many units will your company develop per one project? (Please choose only one 
input)   
                       
  a Below 100 units c  300-600 e Above 1000 
                       
  b 100-300 d  600-1000       
                       
7 Region where your company will invest in 2012 (Please choose only one input) 
                       
  a Dist. 1, Dist 3, Dist 4 e Dist.10, D.11, Tan Bình, Tan Phu     
      
  b Dist 7, Dist. Nha Be f Dist. Binh Thanh, Go Vap   
                         
  c Dist 2, 9, Thu Duc g Dist. 6, Dist. Binh Tan   
                         
  d Dist.Bình Chanh, D.8,D. 5 h Dist.12, Cu Chi   
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8 If it is your intention to invest in property within the next year, What factors would prevent  
or change your intentions?    
  a Personal Financial performance c National financial performance e Performance of HCM  
                   residential market 
                       
  b Company financial performance d Global financial performance    f Other: 
                         
9 What are the conditions/changes of macroeconomic can affect your decision to invest in real estate for 
your company? (Please arrange in some order from  first to fifth) 
   Bank Interest           
                           
   Stock  market.             
                           
   Gold market               
    
Inflation 
              
                 
                           
   Foreign Exchange  Rate           
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10 What are the conditions/changes of real estate law can affect your decision to  lauch projects? (Please 
arrange in some order from first to fifth) 
                           
  a Transfer tax of land use           
                           
  b Income tax           
    
Capital mobilization 
          
  c           
                           
  d Forms of selling & purchasing contract           
                           
  e Time to have the ownership           
                         
11 When investing in a real estate project, your company interested in what services/facilities? (Please 
arrange in some order from  first to fifth) 
  a Food courts……………               
                           
  b Shopping Center………               
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  c Beauty Care…………..               
                           
  d Health Care…………..               
                           
  e Entertainment……………               
                           
12 What are the factors do your company attach below? (Please choose only one input) 
                         
  a Selling price c Quality of projects e All of them 
                         
  b Profitability d Progress of projects     
                         
13 In investing projects, what kind of factors of urban programming do your company attach? (Please 
choose only one input) 
                         
  a Traffic c Good living environment e All of them 
                       
  b Good location d Internal Infrastructure e Other 
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14 To compete with competitors,  what elements does your company focus on? (Please choose only one 
input) 
                        
  a Build the brand name c Good design e All of them 
                       
  b Business policy d Good materials f Others:… 
                         
15 To decide launching a real estate project, it is determined by (Please choose only one input) 
                         
  a Market trends C Survey assessment e Others 
                       
  b Consultants D Owner's experience         
              
16 Previously, what projects your company has invested in. ( Able to choose many inputs) 
                         
  a Land C Apartments for rent e Others:… 
                       
  b Apartments for sale D Have not invested         
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III. Question for company 
                          
                         
 1  Please indicate the type of business of your company      
 
a State owned c  
100 percent capital 
of   e Joint Venture company 
     foreign company      
             
 b Sold to investments d  Limited company  f Other:   
             
             
2 Please provide the business model of the company after finishing the project 
                         
  A Set up Sales Department c Agents   e Other:     
                         
                         
  B Sold to investment firms d Assign to a unit for exclusive rights to distribute    
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3 Please indicate the capital of your company 
                         
  A Under 200 billion VND C From 500 to1000 billion VND e Above 3000 billion VND 
                         
  B From 200 to 500 billion VND D From 1000 to 3000 billion VND         
              
  
       
  
               
4 Please indicate the number of years your company has established 
                         
  a Under 5 years c From 10 to 15 years e Above 20 years 
                         
  b From 5 to 10 years d From 15 to 20 years         
                         
  Thank you for participation! 
  
If you want to get the result of the survey, please leave your email address in the below space:   
  …………………………………………………………  
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Appendice 2 Survey for demands of residential market in Ho Chi Minh City 
        SURVEY FOR DEMANDs OF RESIDENTIAL MARKET IN HO CHI MINH CITY 
I am conducting a market research exercise as part of a study group via Bolton University. The purpose of 
this exercise is to gain an understanding of the Ho Chi Minh real estate market, based upon clients 
demands and requirements. Having established this, it is then intended to use this data to assist in 
developing a strategy for investment  in the real estate market to meet those demands .For implementation 
by 2012. 
Your input is vital to the success of this exercise and I would be grateful if you would take 5 minutes to 
complete and return.Many thanks. 
I.  The filter questions         
1 Within the next year,do you plan to purchase a real estate property in Ho Chi Minh City? 
      Yes Please go to the main questions section below. 
                          
      No Please go the second question   
                          
2 If someone that you know want to buy real estate property in Ho Chi Minh City in 2012, do you 
agree to let them buy it? 
                            
      Yes Please go to the main questions section below. 
                            
      No Thank you! Please stop here!     
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II The main question:   
1 When choosing to purchase a real estate property in the following categories, which type of 
property do you prefer? (Able to choose many inputs) 
                          
  a Land c Residential Apartment e Other 
                          
  b Single home d Apartment for rent      
                          
2 How much per square meter are you willing to pay for the real estate property? (Please choose 
only one input) 
                          
  a Under 18 million VND c From 28 to 40 million VND e Above 50 million VND 
                          
  b From 18 to 28 million  d From 40 to 50 million VND     
     VND                     
3 Would your preference be to purchase propertities? (Please choose only one input) 
                          
  a From 50m2 to 80m2 c From 120m2 to 160m2 e Other: 
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  b From 80m2 to 120m2 d From 160m2 to 200m2       
                          
4 The amount of capital you want to invest or buy real estate property in 2012 (Please choose only 
one input) 
  a Under 1 billion VND c From 2 to 4 billion VND e Others: 
                          
  b From 1 to 2 billion VND d From 4 to 6 billion VND       
  
5 Number of properties that you are planning to buy. (Please choose only one input) 
  a 1 property c 3 to 5 properties e Others: 
                          
  b 2 properties d 6 to 8 properties       
                          
6 The location of real estate that you are interested in purchasing (Please choose only one input) 
  a District 1, 3, 4 e District 10, 11,Tan Binh, Tan Phu     
                          
  b District 7, Nha Be f District Binh Thạnh, Go Vap   
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  c District 2, D.9, Thu Duc g District 6, D. Binh Tan   
                            
  d Binh Chanh, D.8, D.5 h District 12, Cu Chi   
                            
7 What elements of change in macro economy can affect your decision to invest in real estate 
property? (Please arrange in some order from first to fifth) 
  a Bank Interest           
                            
  b Stock  market             
                            
  c Gold market               
    
Inflation 
              
  d               
                            
  e Foreign Exchange  Rate           
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8 When there is a change in business law or real estate law, what aspect of the law influence your 
decision on buying the property?  (Please arrange in some order from first to fifth) 
                          
  a Transfer tax of land use          
                           
  b Income tax              
                           
  c Capital mobilization        
                          
  d Forms of S&P contract         
                          
  e Time to have the ownership         
                          
9 When deciding to buy a property, what facilities interested you?  (Please arrange in some order 
from first to fifth) 
  a Food courts……………….               
                            
  
b 
Shopping 
centers…………               
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  c Beauty care           
                            
  d Health care            
                            
  e  Entertainment               
10 When deciding to buy a property, what factors do you focus on? (Please choose only one input) 
                            
  a Selling price  c Quality of the property e All of them 
                          
  b Profitability d The duration of the  f Other:   
                 construction           
11 When deciding to buy a property, what factors relating to planning interested you?  (Please 
choose only one input) 
                            
  a Convenient transportation c Good living environment e All of them 
                          
  b Good facilites d Good infrastructure f Other:   
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12 When deciding to buy a property, what external factors relating to planning interested you? 
(Please choose only one input) 
  a Near river or parks d Near school f Other:….. 
                          
  b Near main street e Near hospital   
                            
  c Near supermarket, business centers           
                            
13 For the property with the same price, what factors attract you to choice to buy that real estate 
property?(Please choose only one input) 
  a Lead investor reputation c Beautiful design e All of them 
                          
  b Project scale d Full Funiture f Other:… 
                            
14 Deciding to purchase, lease a real estate property is influenced by (Please choose only one 
input) 
  a Family c Group of friends e Professionals 
                          
  b Colleagues d Group of customers f Other:….. 
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15 How long is it since you purchased your prievous property? (Please choose only one input) 
                            
  a Never c A year ago e 3 years ago  
                          
  b Often d 2 years ago f Other:….. 
                            
16 The number of people that contribute capital with you to buy or rent the property (Please choose 
only one input) 
                            
  a Myself c At least 3 people e Other:…. 
                
At least 4 people 
      
  b At least 2 people d         
                            
III. Personal information 
1 Please indicate your gender (Please choose only one input) 
                            
   a Male          b Female           
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2 Please indicate your current profession (Please choose only one input) 
                            
  a Business owner c Employee e Others:     
                            
  b Management     d Specialist     
3 Please indicate your monthly income (Please choose only one input) 
                            
  
a Under 10 milion VND c From 20 to 40 million VND e
From 60 to 100 million 
VND 
                            
  
b 
From 10 to 20 million 
VND d From 40 to 60 million VND f Above 100 million VND 
                            
4 Please indicate your age (Please choose only one input) 
                            
  a Under 30 years old c From 40 to 50 years old e Above 60 years old 
                            
  b From 30 to 40 years old d From 50 to 60 years old         
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5 Your goal of buying real estate property (Please choose only one input) 
                            
  a Investment and re-sale c For rent e Others: 
                            
  b Resident d Business         
                        
  Thank you for participation! 
  If you want to get the result of the survey, please leave your email address in the 
below space:   
  …………………………………………………………  
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Apendice 3: Semi-structured interview questions for developers 
 
 
Question 1: In 2012, what kind of type of residential market will your company 
develop? What are the reasons for your company to concentrate on that?  
Question 2: How do you think about the residential market in District 2, District 
9, District Thu Duc? Why does your company develop the project in that area? 
What about the other districts? 
Question 3: The macro-economic is affecting an increase in interest rates, a 
decline in the stock market, inflation, and fluctuation in the gold market. How will 
these factors impact on your company project?  
Question 4: In recent years, the government has issued the decree to control 
the real estate market. How will the legal issues influence on your company’s 
project? 
 
Question 5:  Is it necessary to build up the facilities in those projects? Why?  
 
Question 6: Every developer chooses different effective business models for 
their projects.  In your opinion, which one is the best? Why? 
Question 7: What will your company implement to create a competitive 
advantage for the real estate business in the next year? 
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Apendice 4: Semi-structured interview questions for customers 
Question 1: What kind of residential markets will you purchase? Why will you 
purchase that type?  
Question 2: Why does the mid-end housing attract you?  
Question 3: Why do you care about the real estate in that area? 
Question 4: The macro-economic is affecting an increase in interest rates, a 
decline in the stock market, inflation, and fluctuation in the gold market. How will 
these factors impact on your demand in real estate?  
Question 5: In recent years, the government has issued the decree to control 
the real estate market. How will the legal issues influence on your demand of 
residential market? 
Question 6: How will your family, colleagues, brokers affect decision making in 
purchasing a house?   
Question 7: Do you usually buy real estate projects with someone? Why? 
Question 8: What is your purpose to buy house? 
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